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The Senate Votes “Free List’ 


NE of the most hectic sessions ever held in 
6) Washington on a tariff debate was the Senate 
fight on the hide, shoe and leather tariffs. 

On one side, Senator Walsh (D., Mass.) declared: 
“You are proceeding to destroy one of the greatest in- 
dustries in the country, one that pays the highest wages. 
Every other country in the world has a protective tariff 
on shoes.” 

He was answered by Senator Ashurst (D., Ariz.) with 
a medley of poetic and prose quotations, including this: 
“He who lives by free trade shall die by free trade. If 
hides go on the free list, boots and shoes and leather 
shall go there, too. The tariff policy will fail and ought 
to fail if the tariff on manufactured products is not 
extended to the ranch and the quarry.” 


HE battle was a straight line-up of the western 

Senators on one side and the easterners on the other, 
and when the hide duty was defeated, after a vote on an 
amendment followed by a modified amendment, the 
battle was at its height. 

Senator Hawes was instrumental in steering the Senate 
into an all free mood when he said: “Missouri pro- 
duces more boots and shoes than any other State. It 
stands for free hides and free shoes. We cannot stand 
with the East or stand with the West. Proposal to 
place both on the free list will save the American people 
a hundred million dollars a year. Manufacturers of my 
State do not need protection and are willing to face a 
world competition. Shoes are a direct tax on every- 
body, and if the Senate places hides and shoes on the 
free list, it will be to the greatest benefit of the people.” 

Then came Senator Borah’s amendment to strike out 
section 1530 and put hides, leathers, boots and shoes on 
the free list. It was adopted by a vote of 46 to 28. 


HE next trench for a fight on the tariff is in the Con- 
ference Committee of the House and the Senate. 
In that committee lies the final action, for it will try to 


reconcile the 10-20-20 duties on hides, shoes and leather 
as passed by the House, with the 0-0-0 free list on hides, 
shoes and leather of the Senate. 

Previous hide, shoe and leather tariffs have been made 
or defeated in the Conference Committee. This time, 
the vote of 46-28 in the Senate, putting hides, shoes and 
leather on the free list, was so conclusive that it will 
take a miracle to change the schedules. 


HEN the news of the Senate’s vote on the hide and 
leather tariffs came to the New York Hide Ex- 
change, there was a sharp drop of twenty-five points in 
prices. The decline of the market was said to have been 
caused by the fact that hide prices had been kept up in 
the hope that a protective measure would be passed. 


N editor friend of mine, who during the war served 
with the Dublin Fusiliers in France, delights in 
telling the story of how during the Irish rebellion a 
body of Sinn Feiners, heavily armed, came down the 
road and met face to face a troop of soldiers who had 
taken the King’s shilling. 

It was evident to both commanding officers that a 
scrap was imminent unless they thought fast. Both 
came to the decision that inasmuch as both armies were 
of the same race and that neither had planned on a day’s 
fighting, that the thing to do was to extend the “courtesy 
of the road.” So they marched by, eyes right, in salute 
and went about their training in other fields. 

A similar situation might well be said to exist in the 
shoe and leather industries right now. One body of 
men is marching toward tariff on shoes and leather 
while the other body wants to let well enough alone. This 
is no time for a free-for-all fight within the industry 
because of tariff happenings. 





What Colors are Coming? 


When the Spring Opens with a Flare of Color 


Black Usually Follows in the Mid-Season 


By MADAME HAMILTON JEFFRIES 


Fashion Editor of Boot and Shoe Recorder 


HEN the spring season opens with a flare of 

W\ color in footwear, there is almost invariably 

a mid-season acceptance of black. When a 
dress season opens in plain fabrics, the swing is usually 
to prints at the mid-season and the white and the black 
shoe is used regardless of color. It is anticipated that 
the black pump will be worn this year in the mid-season 
with a large black hat. 

A truthful forecast of a correct color proportion for 
spring is extremely difficult. One may only generalize. 
It would be folly indeed to dictate certain colors for 
certain parts of the country or a scheme of colors for 
the whole of the country. Climatic conditions, seasonal 
changes and even the life of the people who buy in a 
particular area have their influence on color, as well as 
pattern. 

The dress market has already sold and broadcast 
throughout the country, pastel shades for summer wear. 
That does not mean that at the first signs of spring, 


everybody is going to jump into crayon or chalk colors. 
There will first be the season of the town suit, which 
undoubtedly will have an influence on the black shoe. 
Many tweeds in brown weaves or beige with brown show 
that there is a place for the beige and the brown pump. 

Black in flat crepe is still definitely in the dress picture 
and will be. It shows there is safety in buying the 
rather dressy daytime shoe in black. 

Many beige-clair shoes are being shown in volume 
grades, either all-over or with darker trims. This shoe 
straddles many fashion modes and it is anticipated that 
it will be a popular acceptance. 

Blue dress materials are on the advance orders for 
every shop throughout the country. Combinations of 
blue, blue with white and blue with gray have been made 
up by the dress manufacturers. In some cases, the shoe 
will not complement the dress but most of these frocks 
will necessitate a medium blue kid pump. 

Green and lighter shades, known as yellow greens, are 
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important in dressy sports and some afternoon types. 
Here the beige family may be used and the all white 
shoe, even brown, can be worn if the stocking is cor- 
rect, or a shoe of the costume color. 

White shoes may be worn as an accent—instead of 
matching the costume as in other years. This leaves a 
loop-hole for the retailer. In ordering his shoes, he 
should not attempt to carry complementing shades of 
the rainbow. This is too dangerous a season. There 
are too many off-tints and with the breaking up of the 
silhouette into three or four color harmonies, it becomes 
almost perilous. 

After studying the situation from all angles, we might 
sum it up as follows: For spring and early summer: 
Black, brown, blue and beige, also combinations of white 
and brown in sport types. 

For summer: Black, brown, blue and beige, many 


pass shown on these pages were sketched for Madame Jef- 
fries in Palm Beach. Left to right: (1) Luxurious evening 
shoe of jadite green moire with silver and gold kid strappings. 
Petti point details trim the vamp in hand smocked gold and silver 
kid. (2) Pistachio green linen, embroidered in deep green con- 
trast. Many smart color combinations are shown in this pattern. 
(3) White kid pump with fan appliques of two-toned beige in 
lustre leather. An important shoe in classic footwear. (4) Beige 
linen with overlays of white kid. The proportion and applica- 
tion of the overlays give the desired new smartness for resort 
wear. (5) Blue kid pump, stitched in grey and beige linen 
thread. Linen embroideries shown on kid foundations are being 
featured in Europe. (6) Three-toned beige, Wales type, in light 
weight glace calf. Perforations, new vamp lines and the wedge 
shaped foxing lines typify the new sports mode. 


pastels such as powder blue, hyacinth pink, chartreuse 
green, chrome yellows, white with trims and dark brown 
and white combinations. Pumps will lead with airy one- 
straps and open effects for dressy daytime. 

Pastels are registering heavily for the summer season 
both in leathers and fabrics. The subtle use of two and 
three tones in color harmony makes it imperative that 
a shoe be created with the thought of what color and 
type of garment it will complement. In creating shoes 
of the chocolate and white combination one is sure that 
it is a universally accepted footwear fashion. 

The vogue of pastels in kid, glace calf, fabric, ooze 
and some reptiles makes it important that the manufac- 
turer watch well and have a close check on reorders. 

The all white shoe will have a much longer season and 
is extremely important in all grades of footwear this 
year. 






























UNSHINE AND SHOES 


Fashionable new footwear one sees in the South 














Mrs. Paul Forrester, whose photograph with 
that of Mr. Forrester is seen at the left, 
is wearing a white buck oxford with black 
tip and quarter and duotone hose; her dress 
is of yellow crépe with molded waistline 
and cape kerchief neck treatment. The 
sandal worn by Miss Ann Jenkins in the 
photograph below is very popular for use 
with the new pajama outfits of the type 
shown in the illustration. 
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Above is Mrs. Sylvan Barnet of 
New York City, wearing one of 
the very newest spectator sport 
oxfords in white ooze, with 
black trim. Shoes of this type 
in a wide range of patterns are 
extremely popular at Palm 
Beach and other Southern re- 
sorts for wear with informal 
sport costumes of the descrip- 
tion shown in the photograph. 
Mrs. R. C. Crowley, whose 
photograph caught at Palm 
Beach appears in the upper 
right, is wearing a smart after- 
noon creation and a type of 
trimmed pump very much 
favored at the Southern resorts 
just now. Such shoes are 
fashioned in white leathers, 
lightly trimmed after the man- 
ner of this pattern, and also in 
beige clair and other shades 
found in the lighter range of 
this season’s color card. As will 
be noted from all of the shoes 
illustrated on these pages, the 
trend toward relatively high 
heels on all types of shoes con- 
tinues 
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For wear with linen beach 
pajamas of the style illus- 
trated below, bathing shoes 
of this pattern are favored. 
























ADVENTURES IN « < « 
> » » MERCHANDISING 


By MURRAY C. FRENCH 


gree pte selling plus efficient merchandising constitute the 
re.ail success formula for 1930. The customer is king in a 
more literal and absolute sense than ever. Conscious of their 
power, customers will make full use of their prerogative to pick 
and choose. Retailers who offer the right merchandise, at the 
right price and at the right time, will get the business. 

To do these things, retailers must merchandise more efh- 
ciently than they ever have done before. Now is the time to 
put the retail house in order, eliminate the waste that eats into 
profit and speed up efficiency all along the line. Sales promotion 
to increase volume, better control of buying, stock keeping and 
management to make sure that increased sales yield a profit. 

Timed to synchronize perfectly with the big questions upper- 
most in the minds of merchantseas they approach the threshold 
of the spring selling season comes this practical series of articles 
by Murray C. French, whose articles published in Boor AND 
SHOE RECORDER during the past year have invariably clicked with 
merchant readers and called forth eager requests for more. 

In this new series, Mr. French will take up in turn problems 
of merchandising that have a direct and vital bearing on the 
success or failure of retail shoe stores in 1930. In this first article 
he takes up the fundamental problem of styles in their relation 
to sizes. If you read this opening installment, we predict that you 
will not pass up a single article in the series. 
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More SIZES in 


ERE is a situation that came up entirely too 
H often in Bowman & Son’s shoe store. A cus- 

tomer would point out a shoe in the window and 
say, “That’s exactly what I want.” 

Then when the salesman would go to the stock he 
would find he was “just out of her size.” 

Having already made up her mind on the style, it was 
then much harder to switch her to some other shoe. The 
thing was exasperating, much harder on the salesman’s 
nerves than if he had been unable to suit her in style 
in the first place. 

Everyone seemed convinced that the solution of the 
difficulty lay in having more sizes in fewer styles. The 
boys on the floor kept saying, “If we just had plenty of 
sizes in only half these styles we would lose fewer sales.” 

Yes, but which half? The answer was perfectly evi- 
dent when the season was half over. But when these 
styles were selected, two months before the season even 
opened, every one of them seemed to be an absolute 
necessity or it would not have been bought at all. ’Tis 
sO every season. 

Charley Bowman reasoned, “If a style’s worth buying 
at all, it’s worth at least sixty pairs in a store of this 
size.” 

His father stated the problem in a nut shell: “I would 
like to buy more sizes per style, but that would mean 
fewer styles. And how can we do 
business on fewer styles when the 
customers are demanding more 
styles ?” 

He pointed out that the number 
of necessary materials has doubled 
in the past few years. Not so long 
ago a complete stock could be had 
out of patent leather, satin, tan calf 
and black, brown and white kid. 
Now all these must be carried be- 
sides the suedes, reptiles, woven 
vamps and high colored kids. 

Patterns have multiplied also, and 
a very much larger, more compre- 






Boot AND SHOE RECORDER 
combining THs SHOE RETAILER, Feb. 1, 1930 





9 7 


ee 
$ 8.00 25 1500 
10.00 25 1500 
Total 50 3000 


Fewer STYLES 


hensive range of sizes must be carried to insure proper 
fitting. B, C, and D widths, from threes to eights, just 
won't do any longer. 

The Bowmans, both father and son, still believe 
“more sizes in fewer styles” to be correct in theory al- 
though the facts so far clearly pointed to the need of 
more sizes in more styles. 

The solution of the problem began to unfold when 
Charley Bowman, with the help of his friends on the 
road, made a list of independent shoe stores throughout 
the country that are more than ordinarily successful. 

Studying that list he found that they are divided into 
two classes. First, the big stores like Volk’s, Sommer 
& Kaufman’s and Fyfe’s. These stores are large enough 
to carry shoes at several prices and yet have complete 
stocks at every price they go into. They don’t dabble. 
When they make up their minds to go after a certain 
class of trade they plunge into it whole heartedly. 

The other class of successful independents are the 
smaller ones who specialize, who select one little niche 
in the shoe business, then proced to fill that niche com- 
pletely, and let the rest of the world go buy—somewhere 
else. 

One thing is certain. The successful stores in either 
class are not cutting down on styles. On the contrary 
they are forcing the style issue. They go so far as to 
buy styles they know will prove 
a loss, in order to maintain their 
reputation for being right up to 
the minute. 

They know that the loss on 
these styles can be made up if 
they can only succeed in keeping 
a good steady flow of customers 
coming into the store. And it is 
just as certain that if they begin 
to restrict style the word will 
soon get around that “you never 
can get up to date shoes at that 
old fashioned store.” That’s the 

[TURN TO PAGE 80, PLEASE] 
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Sharp Clearance 


HE curse of the cobbler sure is on the shoe 

trade. More than one Senator this last week 
commented on the fact that shoes at $22.50 were now 
in clearance at $6.85 and that there must be a very 
long profit in the shoe business if they can cut the 
prices that’ deep. 

Of course, it is a long story and a real process of 
education to explain to that Senator the size com- 
plex of the shge stocks and that 2% A fits only one 
customer in 100,000; that a store had better get rid 
of the shoe at any price than to hold it. 

But for all of that, clearance this year is clearance 
with a vengeance. The battle of prices never was 
more evident. Not only has the drop in prices been 
apparent in high-priced shoes but the most interest- 
ing fight of all is in the chain stores, for the compe- 
tition between $6.00 shoes and $5.00 is brought in 
the “Get the money sales at $3.85” clearance from 
top to bottom. There are more $1.00 sales than 
ever before. 

But all in all, perhaps it is a mighty good thing to 
clean the shelves and get rid of winter merchandise 
for there is a sharp change in the types of shoes 
coming this spring and summer. 








Who’s in the Saddle? 


HREE of the four functions so far this year 

have had bankers as keynote speakers. There 
must be some reason for it. Maybe it is in the ex- 
pression used by H. Ennis Jones, vice-president of 
the Franklin Trust Company, who spoke in Phila- 
delphia last week. He said: 


“The Bankers of our country are again in the saddle.” 

He furthermore said, “this was not the case, at least 
to the present extent, last November when millions of 
dollars in funds loaned for account of others were with- 
drawn, or called, at a time when it greatly aggravated 
an already over extended condition in the securities 
market. 

“Manufacturers had, up to that time, endeavored to 
become bankers by lending their surplus on call to 
further the practice of speculation which fundamentally 
was unsound. They were tempted to withdraw it and 
instruct their bankers to place it in the call money mar- 
ket where they received double and treble the return. 
At that time the danger of encouraging continued specu- 
lation in this manner was perhaps not fully realized 
but it is now evident that this “Bootleg Money’ con- 
tributed very heavily toward the stock market calamity. 
If this realization is not sufficient to cause such a prac- 
tice to be discontinued then it would certainly be in 
order to enact the proper legislation to do so. 

“The Banks of our country saved the day, and while 
the lesson was a dear one it is to be hoped that it 
will permanently remind those charged with the respon- 
sibility of handling corporation funds that after all— 
the Banking Business should be left to our Bankers.” 


Giving proper credit to the bankers for wanting 
to do banking business themselves, we would, how- 
ever, like to know which comes first—business or 
banking. Is the banker the most important indi- 
vidual in the business world? We had an idea that 
business came first and that banking was just one of 
the tools needed and was really an aid to the account- 
ing department of the store or factory. 


We are seeing examples today of business first 
—aided by banking. The man with the right mer- 
chandising idea develops a product made in fac- 
tories and then sold at retail at a profit. There 
never was a time when an idea in merchandising 
was worth more and when a million idle dollars 
were worth less. 

Merchandising is in the saddle and everything 
else is on foot. Wealth is produced by business. 
Banks are storage places for money and they lend 
out their tools so that business can make more 
money. Let’s never forget the supreme importance 
of ideas plus work. 


One speaker stressed the need for a change and 
for a new approach to the term money. Too many 
people look upon the possession of money as a capi- 
tal item. In some parts of the world money is ex- 
pressed in terms of income—a man having $6,000 
in income rather than the possession of a fortune 
of $100,000. 

It is what money can do that makes it the most in- 
teresting commodity of the day. But first comes 
business with its ideas and its work and its ability 
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to create wealth and its growth is measured in terms 
of toil and time. 

All this is said with full respect for the need of 
banking practices and for the clear facing of facts, 
but never forget business first. 


the te, 


No Shortage Ahead 


HE figures are out, showing that the per capita 
consumption of meat is as great as ever and that 
the fads of dieting seem to be passing. A return 
of the well-balanced diet is again evident but there 
are changes. People are eating more veal and pork 
and as a result there are more light hides and more 
pigskins. 
The livestock industry is in a greater position 
than for any period since the war and the reason is 
that 1,000 Ib. of livestock in 1930 can be exchanged 





first time we will have the beginnings of a knowl- 
edge of the number and extent of the business of 
the wholesalers and retailers of the country. 

This is the day of the merchant. The last twenty- 
five years of business development have been twenty- 
five years of intensive analysis of manufacturing 
costs. Production and manufacturing have been on 
the stage. During the next twenty-five years our 
greatest economic advance will come because the 
merchant has taken the initiative to apply the same 
principles to the problem of distribution. 

The first census of distribution to be taken this 
year is not going to solve all the problems of mer- 
chandising. But twenty-five years from today we 
shall have more facts and less opinion, more knowl- 
edge and less guesswork than we have today. 

Just as the census will provide a body of fact 
with which the merchant himself compares his own 
business with others locally and nationally, so the 
totals of sales by commodities and by territories and 


for more food and cloth- 
ing and farm machinery 
than at any time in the 
past ten years, and for 
that matter its exchange 
value is greater than dur- 
ing the five-year period 
from 1909-1914. 

This is all in evidence 
of the fact that there will 
be plenty of leather for 
the diversified use of our 
industry. 


ee 


Facts on 
Distribution 


E are in an era of 

scientific merchan- 
dising. The coming cen- 
sus of distribution is one 
of the greatest steps ever 
taken to individualize and 
dramatize the business of 
the merchant. For the 
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—God News— 


The nineteenth annual convention 
of the N. S. R. A. now is a matter of 
history. It is generally agreed that it 
was an outstanding success and also 
one of the most enthusiastic and con- 
structive conventions held by our 
association in recent years. 

I firmly believe that much of the 
success of our convention can be 
attributed to the very splendid and 
generous cooperation given it by the 
Boot and Shoe Recorder and I, there- 
fore, take this opportunity of express- 
ing officially in the name of our asso- 
ciation our sincere thanks and grati- 
tude for the generous space you gave 
during the week preceding the con- 
vention, as well as to the reports of 
the various meetings held during the 
four days of the convention itself, to 
which I wish to add my personal 
thanks and appreciation. 

JAMES H. STONE, 
Manager, N. S. R. A. 


* - 1” 

Fellowship and friendship of a quar- 
ter of a century in business paper work 
together. We have never attended a 
better convention and we stand ready to 
tell the profit-eyed world that it augurs 
well for an active and an alert merchant 
body under your leadership. 


President. 








by classes of merchants 
will be of fundamental 
importance to the manu- 
facturer and distributor 
of those commodities. 
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Balance 


LITTLE less _ non- 

sense, a little clearer 
thinking — for February. 
Happiness and nonsense 
are two different things. 
There is happiness in ac- 
complishment, even under 
difficulties. Exit nonsense 
—wastes of time. 

Face the facts—the out- 
standing need of Febru- 
ary is balance of quality 
and price. The merchant’s 
store diet has been off bal- 
ance with perhaps too rich 
a fare in fancies—styles, 
colors, mark-ups and ser- 
vice pabulum. 









Manufacturers Meet 


v 


v 


changes that are in the air and the National 

Boot & Shoe Manufacturers’ Association after 
twenty-five years steps out of the Hotel Astor and opens 
up at the Hotel Commodore. 

A change of program, back to the days when meet- 
ings were executive. The morning’s sessions exclu- 
sively for member manufacturers in round table discus- 
sions. The afternoon session, a window display 
gathering, banking, foot-paths, cost accounting, tariff 
and resolutions; and an evening session that indicated 
that even though they had moved from the Hotel Astor 
the type of banquet continued. One crowded day for 
the convention of the National Boot & Shoe Manufac- 
turers’ Association. 

The outstanding action of the convention was the 
statement of its stand on the tariff by J. F. McElwain, 
Chairman of the Tariff Committee. Inasmuch as the 
tariff is the outstanding news of the day, we give the 
highlights of Chairman McElwain’s speech right here 
and now: 

“Before the House of Representatives this Associa- 
tion, through its committee, took the position that on 
account of the increasing importation of shoes, particu- 
larly the phenomenal growth in imports of women’s 
shoes, the industry should receive protection to a moder- 
ate degree.” Your committee presented arguments 
which it considered convincing, to the effect that a tariff 
on hides would be extremely injurious to the shoe manu- 
facturer, both with 
respect to domestic 
trade and foreign 
business, would be 
very expensive for 
the people of the 
United States, and 
would be of no ma- 
terial benefit to the 
farmer. The tariff 
bill as it passed the 
House imposed a 
duty of 10 per cent 
on hides and 20 per 


CO ens of convention because of so many 


Officers Elected for 1930 

President: Harold C. Keith. 

Vice-Presidents: Charles Ault, 
E. M. Rickard, H. J. Johansen, 
R. A. Selby. 

Treasurer: Raymond P. Morse. 

Secretary: Edward J. Kuhn. 

Directors (Three Years): A. 
F. Bancroft, Paul O. MacBride, 
F. L. Emerson, Raymond. P. 
“Morse, Wm. G. Dodge, A. F. 
Donovan, W. S. Bass, Arthur 
Berg, Thomas H. Edwards, J. A. 
Green, Raymond McNamara. 
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cent on shoes.” Mr. McElwain added: 

“Without retreating from any of 
the contentions that we had made, 
we stated before the Finance Com- 
mittee of the Senate that we would 
not oppose the compromise between 
the conflicting interests which was 
embodied in this provision of the 
House bill. 

“Before the bill passes the Senate 
and is sent to conference it will again 
be read paragraph by paragraph and 
amendments may be made. After a 
survey of the situation and after con- 
sulting many who are qualified to ex- 
press an opinion I believe that the bill 
may pass the Senate about March 1. 
It’ will then go to the Conference 
Committee, whose task is to iron out 
the differences between the House 
and the Senate. It is unlikely that 
the Conference Committee will con- 
sume less than thirty days in its con- 
sideration of the bill and at least two 
weeks may expire after the bill is re- 
ported by the Conference Committee 
before it is ready for the signature 
or the veto of the President. This 
will mean that the bill can hardly 
reach the President’s desk before the 
last of April or the first of May. 
There are many, however, who think 
that it will require thirty or sixty 
days longer. 


‘6 7 \UR fight is not yet over and 

certainly will not be at an end 
until the Conference Committee has 
reported. It is probable that the Co- 
alition will make another desperate 
effort in the Senate to secure a higher 
rate upon hides than 10 per cent. 
The Conference Committee will prob- 
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TARIFF ISSUE—BUSINESS OUTLOOK 
Big Topics of 26th Convention 


ably favor the compromise rates which were 
passed by the House but may not insist upon 
them in view of the effect upon the bill as a 
whole. 
“Probably the outcome will be either the 
House rates of 10 per cent and 20 per cent 
or the retention of hides, leather and shoes 
upon the free list in accordance with the 
action of the Senate last week. 
“We must still, however, be on our guard 
against the possibility of a heavy duty on 
hides with no more than a compensatory duty 
on shoes. There is a strong probability that 
the Coalition will make another desperate at- _- ie C. 
tempt to secure the rates imposed in Sena- se a 
tor Oddie’s amendment. We must continue “ a = —— 
to make our position clear and to point out Manufacturers’ 
the fallacy of rates of this sort. Association 
“The proposed specific duty of 6c. and 10c. 
per pound is equivalent to 30 per cent to 40 per cent ad valorem and 
as stated by Senator Walsh of Massachusetts ‘is indefensible.’ It 
would necessitate such a high compensatory duty on leather and 
shoes that it would fall of its own weight. In addition, a specific 
duty on hides is uneconomic and unsound as the cheap material cost- 
ing 10c. per pound would bear a duty of 6c. per pound, equivalent 
to 60 per cent ad valorem while on the high grade material costing 
20c. per pound the specific duty would only figure as the equivalent 
of 30 per cent ad valorem. In other words, there would be a differ- 
ence of 100 per cent in the ad valorem duty on the two qualities of 
leather. Then, again, winter hides full of dirt would carry the same 
specific duty as summer hides free from dirt. Nevertheless, the 
specific duty of 6c. per pound was defeated by comparatively few 
votes and it is unlikely that the defeat will be taken as final by 
the farm bloc. 


6 HE House rates of 10 per cent and 20 per cent may ultimately 
be adopted by the Conference Committee. I consider it un- 
likely, however, that a duty on shoes can be obtained without a duty 
on hides. At present the farm bloc is not disposed to permit a duty 
on shoes which more than compensates for a duty on hides. The 
farmer is fearful lest he be blamed for any increase in the price of 
shoes and he will endeavor to see that no duty on shoes exceeds the 
compensatory duty. Such a compensating duty on shoes will be of 
little or no advantage to the shoe manufacturer. 
“We are very grateful to those Senators and Representatives who 
have so ably advocated our course and we know and believe they 
will continue to bring to bear their great influence in our efforts to 
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secure justice for our industry.” 
For the morning sessions, we have nothing to report. 
These meetings were specifically upon the following: 
Group A—“Factory Problems”—Cemented shoes, 
Use of Dryers and Mullers, with Harry 
G. Johansen of the Johansen Bros. 
Shoe Co. of St. Louis, presiding. 
Group B—“Cooperative Research in Manufacturing, 
Selling, Accounting and Management” 
—Charles Ault of the Ault-Williamson 
Shoe Co. of Auburn, Me., presiding. 
Group C—“Industrial Conditions”’—John C. McKeon 
of Laird, Schober & Co., Philadelphia, 
Pa., presiding. 
Group D—“Credit Situation and Credit Bureau”— 
Roger A. Selby of The Selby Shoe Co., 
Portsmouth, Ohio, presiding. 
The meeting with the largest attendance was the one 
on the credit situation, which in itself is somewhat 
significant. 


Nw the afternoon session opens. President Harold 
C. Keith of the George E. Keith Co., Brockton, 
Mass., stands ready to read his address. Here’s an inter- 
esting item of news just before he speaks. President 
Keith is of the fifth generation of Keiths in the shoe man- 
ufacturing industry and in the audience is Robert H. 
Cook, son of past president Henry W. Cook, represent- 
ing the fifth generation of Cooks in the shoe industry. 
President Keith reviewed the activities of the asso- 


ciation during the year in the following summary. We 
give the first two paragraphs and the last paragraph of 
his address. 


The National Boot and 
Shoe Manufacturers’ As- 
sociation adopted a reso- 
lution to support Presi- 
dent Hoover in his 
plans to stabilize busi- 
ness and maintain the 
prosperity of the nation 


“The shoe industry during 1929 enjoyed the greatest 
production of any year since the war. Government 
figures give a production for the first eleven months of 
1929 of 338,649,589 pairs, and estimating the produc- 
tion for December at approximately 25,000,000 pairs, it 
will bring the total for the year to over 360,000,000 pairs 
as compared with 344,350,724 pairs in 1928 and 351,- 
114,000 pairs in 1923, heretofore the biggest year since 
the World War. In addition the imports of shoes for 
the first eleven months of 1929 were 5,533,720 pairs as 
against 2,334,505 pairs for the same period during 1928. 

“In spite of these figures, however, there were fewer 
units in the industry, and while the earnings of some of 
the outstanding concerns were splendid yet the net re- 
turns for the industry as a whole were not satisfactory, 
especially in view of the risk incident to the shoe busi- 
ness. 

“The boot and shoe industry is an honorable one; it 
has a splendid record of achievement since the first shoe- 
makers landed in Salem in 1629. It produces a prod- 
uct and gives a service necessary to the well-being of our 
people. There is no reason why it should not have an 
honorable and prosperous future.” 

The report of the managing director, J. Otis Ball, was 
then read. The section on style shoes enumerated that 
from the thirty-three shoes held in 1927, the number had 
been reduced to seven in 1929 and 1930 had in its horizon 
only five. His comment was the wastefulness of money 
and also time and energy as a result of this multiplicity 
of shoes has reached serious proportions. 


HEN certain amendments to by-laws were passed, 

consolidating the legislative and Federal relations 
committees, approving of the publishing in the 
Association Bulletin of the names of the back- 
ward members and the consolidation of the 
committee on trade relations with the styles 
conference committee. 

No convention is complete without a banker 
these days. George B. Roberts of the National 
City Bank of New York, giving the points of 
weakness and strength of business in 1930. 

He summarized by saying: 

“Following a major decline in stock prices 
to a strong resistance level, prices have never 
subsequently broken these levels. The bottom 
having been reached and business is now on the 
up and up. Similarly, where industry as repre- 
sented by iron and steel production has taken 
prompt steps to correct a maladjustment, these 
levels have marked a turning point of industry. 

“Recovering both in stock market and steel 
industry has never been delayed much more 
than six months below its low point. 

“The points of weakness are the overpro- 
duction of automobiles, the eight continuous 
years of building boom, the conditions in for- 
eign countries and stock market losses. In 
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the points of strength there are a number of 
encouraging factors. Steel operation has 
picked up from 40 per cent to 70 per cent. 
Building contracts are high for future con- 
struction. There is an absence of inflated 
commodity prices. There is strength to the 
banking situation. 


66 HE easing of money has produced a stock 

market stability. The bond market is re- 
covering. There will be much construction 
work, Federal, State and city, not directly de- 
pendent on business conditions ; more railroad 
electrification ; greater steel mill expansion ; an 
increase of equipment in business, railroads and 
agriculture.” 

A complete new approach to the shoe indus- 
try was given by Edward A. Filene, president 
of Wm. Filene’s Sons Co. of Boston, Mass. 
He believed that the world should be made 


After holding its conven- 
tions for twenty-five 
years at Hotel Astor, the 
shoe manufacturers met 
this year at the Commo- 
dore. The convention 
sessions lasted one day, 
instead of two, as form- 


safe for pedestrians. He called for enlightened 
commercialism and for the shoe industry to 
encourage the building of footpaths along every 
highway. The keynote of his subject is: 

“If the automobile industry had not crystal- 
lized the demand for adequate roads in America, the au- 
tomobile industry could never have amounted to very 
much. No matter how much people wanted to ride, they 
would not have bought automobiles by the millions if the 
building of roads had been overlooked. The automobile 
industry did not build these roads, but it so crystallized 
the demand for them that the roads were built. 

“The shoe industry has a lesser problem. Adequate 
footpaths along all our public highways could be built 
for a small fraction of the cost of concrete roads, which 
must be built to sustain the constant impact of heavy 
trucking. And such paths need not always parallel the 
highways. They would be more useful often, and more 
acceptable, if they were to carry the pedestrian to places 
of beauty not accessible to their cars. With such paths 
everywhere, motorists themselves would be sure to do 
more walking than they do today.” 

The final address by F. Richmond Fletcher of Scovell- 
Wellington Co., was on cost accounting in shoe manu- 
facturing. 

The evening session of the twenty-sixth annual ban- 
quet was the great social event even prior to the speech- 
making. Addresses were by Charles Milton Newcomb 
on the Psychology of Laughter,” and Hon. George H. 
Moses on the United States Senate and Its Actions. 

The text of the resolution which the convention 
adopted in support of the President’s program to sta- 
bilize industry was as follows: 

Wuereas, The President of the United States has 
called conferences in Washington during the past two 
months to work out plans of cooperation in industry to 
stabilize business conditions ; 


Anp Wuereas Mr. Harold C. Keith, president of 
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erly 


our association, has been appointed as one of the per- 
manent committee to evolve ways and means whereby 
our industry may cooperate with the President and the 
United States Chamber of Commerce in these under- 
takings ; 

Be 1T Resotvep by the members of the National Boot 
and Shoe Manufacturers’ Association in convention as- 
sembled, that the farsighted efforts of the President of 
the United States be commended, and that every mem- 
ber of the association be asked to carry out, insofar as 
each member may find it possible to do so, the sugges- 
tions and plans to maintain the stability of business, as 
outlined by the National Business Survey Conference. 

Be 1T FurtHer ResoLvep that our members pledge 
themselves to carry out such measures as seem best 
suited to maintaining the highest possible level of em- 
ployment in the industry. 

AND BE IT FurTHER RESOLVED that as a part of carry- 
ing out these plans that a copy of this resolution be 
forwarded to the President of the United States, to the 
United States Chamber of Commerce, and to each mem- 
ber of the association, as an expression of confidence in 
the soundness of the industrial and economic structure 
of the country. 

The following committee chairmen were designated : 
Chairman of conference committee, John C. McKeon; 
chairman of the trade relations and contact with allied 
trades committee, Paul O. MacBride; legislative and 
Federal relations, Charles H. Jones; resolutions, Henry 
W. Cook; membership, Edward M. Rickard; counsellor 
and delegate to U. S. Chamber of Commerce, Roger A. 
Selby; budget, Raymond P. Morse; auditing, John R. 
Garside. 





1930 Will Reward Advertisers 


Why Shoe Stores Suffer in Commodity Competition 


NE of the most progressive 
O and successful retail shoe 

merchants in the country said 
to the writer more than twenty years 
ago when he had been in business only a short time, “I 
regard good persistent newspaper advertising as co- 
important with good merchandise and good service in 
my business.” I suspect he caught his inspiration from 
John Wanamaker. In any event, he has been rewarded 
with a position of honored leadership among shoe mer- 
chants and has never lost his faith in newspaper adver- 
tising. 

Relatively the same success has rewarded not only shoe 
merchants but those in all lines who have “had the 
faith” and the courage to act upon it. On the other hand 
a great many shoe merchants have had their varying 
enthusiasm dampened by more or less unsatisfactory ex- 
periences with newspaper advertising. 

And in general it may be said that both the retail 
shoe business and the newspapers have suffered from 


By WILLIAM D. NUGENT 
Vice-President, Media Records, Inc., 


an authority on retail advertising 
Statistics 


insufficient advertising data upon 
which to chart a course with confi- 
dence. This applies particularly to 
that very important phase of competi- 
tion which may be called “commodity competition.” 
Through the advertising records which are now being 
set up in standardized form for the first time, it is 
possible to study the retail shoe distribution problem 
from an entirely new angle. 

It is obvious that most commodity competition really 
takes place in the columns of the daily newspapers. 
Some shoe merchants have been saying for years that 
the motor car has adversely affected the shoe business— 
people are not wearing out shoes—they don’t walk, they 
ride. This fact might well be stated in quite a differ- 
ent form, thus “People are made more and more motor 
and travel conscious and less and less shoe conscious 
every time they open their daily paper.” And they can’t 
spend the same dollar for gas and for shoes. 

Since it is now possible to reduce competitive com- 
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BOOT AND SHOE DISPLAY ADVERTISING 
Comparative Lineage Twelve Months 1929-1930 


SHOE DEPARTMENTS OF 


RETAIL BOOT AND 
DEPARTMENT STORES 


SHOE STORES 
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modity advertising to figures that really represent facts, 
generalizations regarding advertising in general or shoe 
advertising in particular are no longer defensible. For 
the 80 largest cities in the country comparable figures 
are now available that are a true index of all retail and 


most commodity advertising. It is therefore not only 
interesting but helpful to examine retail shoe advertis- 
ing in its essential relations to all other advertising. 

The first important point is the relation of retail shoe 
store advertising to total retail advertising in the same 
city. Of course, local factors will influence these figures ; 
but certainly it seems axiomatic that in a city where the 
retail shoe advertising is a high percentage of the total 
retail advertising, the shoe merchants should be getting 
a higher percentage of consumer expenditure than in 
cities where the reverse is the case. These figures can be 
obtained by any shoe merchant in the larger cities 
through his local newspaper. These records give not 
only the advertising of the retail shoe stores but also 
the advertising done by the shoe departments. 

From a study of the advertising for the first six 
months of 1929 compared with 1928 some very interest- 
ing conclusions were drawn. 

For example, in Boston daily newspapers the shoe 
stores increased their advertising about 20 per cent 
while the department stores increased their shoe ad- 
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Advertising is as simple as A-B-C. 
It is only a form of selling put on 
paper. There is no mystery about it. 
Any person who can sell a shoe can 
advertise a shoe if he will continue 
selling methods in his writing. All 
he needs to do is to transfer his sell- 
ing talk to the printed page. 

The trouble with most people who 
undertake writing advertising is that 
they forget their salesmanship when 
they sit down to write. They lose 
all their personality and become 
“someone else” the moment they 
take up the pencil. The beginner 
seems to think that just because he 
is writing advertising copy he must 
use words unusual to him. Instead 
of talking in the advertisement 
exactly as he talks when selling and 
fitting shoes, he wanders off into the 
land of imagination and strange 
phrases. 


vertising 25 per cent. Both the shoe stores and de- 
partment stores (shoe divisions) in Boston use more 
space in the daily papers than is used in any other 
city for shoe advertising. 

In Philadelphia, which comes second in volume from 
both sources, the shoe stores decreased their lineage 
nearly 10 per cent while the department stores showed a 

[TURN TO PAGE 79, PLEASE] 
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POWER of PUBLICITY 


They Said “Let George 


HE power of pub- 
licity undoubtedly 
built the most out- 


standing publicity programs 
ever hooked up with a con- 
vention. Recognition by the 
press of a nation attested to 
the fact that shoes were in 
the public eye during con- 
vention week, Jan. 6, 7, 8 
and 9. 

The publicity campaign 
planned in October was de-— 
veloped around the thought 
that shoe merchants require 
an organization to meet each 
year and discuss, correct and 
improve the business of sell- 
ing shoes profitably. The 
large merchant attendance 
justified the judgment of the 
Publicity Committee, headed 
by Charles E. Williams, that 
cooperation of an entire in- 
dustry would pull crowds. George 
Gayou handled the work. 

The first task was to sell the in- 
dustry the part it played in stimu- 
lating attendance. A well-designed 
poster-stamp announcing the dates 
and place of the convention, was the 
first unit planned. This was sent 
to every exhibitor, requesting him 
to print it on his letterhead. Over 
two hundred exhibitors complied 
with the suggestion. No estimate 
of the number of letterheads sent 
to the retail trade carrying this ad- 
vertisement is possible. 

The St. Louis Shoe Manufac- 
turers Association, as an organiza- 
tion, sent over 200,000 envelope 
stuffers through the mail to their 
trade, urging attendance at the con- 
vention. The message was educa- 
tional, with only a modest reference 


to their group exhibit at the Statler Hotel. 
cards were supplied salesmen, who set them up with 
their line in the sample rooms. The manufacturers, as 
an association, used trade paper space in selling the 


convention. 


George E. Gayou 


Do It” And He Did 


News releases covering the 
activities of the work of the 
committees were sent first to 
trade papers, a selected list 
of newspapers, and then to 
N. S. R. A. directors, state 
association officers and such 
important individuals in the 
trade interested in the con- 
vention developments. 

An educational campaign 
which ran in a list of fifteen 
shoe trade papers was a 
forceful publicity weapon 
that created tremendous in- 
terest and attendance. Pho- 
tographs were planned for 
release. Pictures that had 
news value were widely dis- 
tributed and these relieved 
the monotony of the printed 
word for an eye-glimpse of 
activities. News stories for 
public consumption were 

written, and clippings from all parts 
of the United States attest to their 
having been published. 

The convention not only became 
an institution in shoedom, but the 
general public accepted the fact that 
shoe merchants were going to meet 
in January to study and choose the 
styles that women will wear in 
spring and summer. 

Advertisements were prepared di- 
rected to shoe manufacturers that 
the convention offered the greatest 
selling opportunity in 1930. This 
appeal proved successful, a record 
number of exhibitors being present. 
Direct mail advertising was pre- 
pared at headquarters and offered 
to manufacturers for distribution to 
their customers. These advertise- 
ments carried the hotel and room 
number of the exhibitor, urging 


Convention customers to view the line during the show. Many 


exhibitors prepared special advertisements announcing 
their display in St. Louis. 
Railroads cooperated by preparing folders which were 


distributed to shoe merchants everywhere. 
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TAN shoes tailored 
with No. 1200 eye- 
lets possess an individ- 
uality that is appreci- 
ated by well-groomed 
men. Diamond Brand 
| isible Fast Color Eye- 
lets on footwear are 

sure index to inter- 
al shoemaking excel- 
ence. . . They signify 
he care the manufac- 
urer bestows on every 
letail of the shoe’s 

construction. 


UNITED Fast COLOR 
EYELET COMPANY 
8OSTON, MASSACHUSETTS 
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LASTING TOE COMFORT 


Manufacturers have found that comfort 
can be skilfully combined with stylish ap- 
pearance through the use of Celastic —The 
Quality Box Toe. The newest toe shape 
and the smartest style patterns lose their 
value if the shoe does not offer the wearer 
muscle-relaxing toe comfort. The one-piece 
toe, made possible by the fusing qualities of 
Celastic, eliminates wrinkled linings, giving 
interior smoothness and flexibility across the 
toe line . . . You can always depend upon 
Celastic to accurately interpret the individu- 
ality of your last. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


oe 


THE QUALITY 
BOX TOE 








A BIG FEATURE Shoe 


NOTE 


These Big Sales 
Advantages 





- Goodyear Welt plus 
Pentler & Short Pat- 
ented Improvements. 


Solid leather 
throughout. 


- SEAMLESS — no 
seams on vamp, fox- 
ing or tip to bind or 
rip. 

Free folders, display 
stands, newspaper ad 
material. 


- In stock A to E 
a widths. 


- - 
Oman mn a6 OPO 


3 . Popular retail price. 


Dr Sommers New Dawn 


SHOE /or M 


Dr. Sommer’s New Dawn Shoe is the finest seamless shoe on the market. 

Made of highest quality leathers throughout. Widely demanded by fire- 
men, mechanics, garage men, railroad men, factory workers, business = men — 
NEWMJDAWN 


Now Retailed at a Popular Price Be, Jomm >. 
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The new value we offer in Dr. Sommer’s Seamless Shoe will free you 
from competition and will draw the men’s trade from your community. 


Here’s a real leader, SOMETHING DIFFERENT that will pep up your 


men’s service shoe business. 
This great shoe is in stock in A, B, C, D and E widths, all year round, 
in three ways: 


No. 900 Chocolate Elk, with double oak bend leather sole. 
No. 910 Chocolate Elk, with Gro-cord sole. 
No. 906 Black Elk, with oak bend sole. 


Write for attractive price proposition. Write for samples (we prepay express 
charges). Be the first in your city to feature Dr. Sommer’s Seamless Shoes! 


NEW DAWN SHOE CO. oad 


Exclusive Manufacturers for flexible feel. 


WAUSAU WISCONSIN 
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The 


RCH 
CONFORMER appeals 


The scientist’s search for the “missing link” in human evolution still goes on. 


But the great search shoe manufacturers have made for generations 


for the “missing link”’ in the evolution of the perfect feature shoe has ended. 


To Arch Conformer with its radical ‘““Shock Asorber” heel seat 


goes the credit for the discovery that has at last freed foot-troubled women 





from the tyranny that ruled “Beautiful footwear is not for you.” 


How this little ‘Shock Absorber” heel seat in the Arch Conformer 
was discovered is indeed a great page in the history of American shoe- 
making. And like so many other great discoveries, it is so simple that 


is easily demonstrated in your shop. 


Located inside the shoe at the heel, it depresses gently as the 
wearer’s weight is thrown upon it. It cradles and locks the heel, 
prevents the foot slipping forward and so allows low heel comfort even 
with Louis heel shoes. And working with it in perfect synchronization 


are the main arch support and the metatarsal rise. 


If you are not already acquainted with the Arch Conformer, a wire 


or letter will bring you complete details—now. 


Dorothy Dodd Shoe Company, Boston, Mass. 


In Stock Centers—Boston, Atlanta 
Chicago Sales Office: 209 South State Street 
New York Sales Office: 908-910-912 Marbridge Bldg. 
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Have You Bought 
ELAM CEMENTED SOLES 


for Infants? 


The Most Satisfactory Shoe for Infants —s gy ay 


to Wear. 
Goe() The Most Profitable Shoe for YOU (me() : 


Trade Mark to Se Il. Trade Mark 


Easy, Flexible, Smooth, Tackless and Stitchless Bottoms 


Order these or other beautiful ELAMWAY styles from your 
Wholesaler. We do not sell the retail trade. If your jobber 
hasn’t them please write us. 


7016—Lite Smoke Elk; per- 7032—Patent; lizard trim; 7058—Patent; aap cut- 7067—Champagne Pm br. 
forated vamp; E-C Soles. E-C Soles. outs; E-C Soles lizard trim; E-C Soles. 


Now, Here’s the Difference! 
New ELAMWAY 


You know: Tacks, stitches, wax, un- You OUGHT to know: No tacks, etc. 

even linings; soles that soon come Smooth linings and soles. Soles that 

> gas improvement in making since pen fd come off. The 1930 Elamway 
° met 


Soles firmly attached with du Pont Pyroxylin Cement 


F. S. ELAM SHOE CO., Ine. ROCHESTER, N. Y. 
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ODAY everything must be in 
color. GRO-CORD NON-SKID 
Soles are now obtainable in a handsome 
checkered design colored all the way 
through—not simply on the surface. 


~—and now GRO-CORD Announces a New 
Cheekered Design in Five Delicate Shades! 


Duty and Munson Service Soles are 
constructed so that they extend all the 
way to the edge of the sole. The Boy’s 
Kicker Toe likewise has this splendid 
new feature. 


Colors do not come off with hard wear. 
The design lasts as long as the soles. 


New Soles Popular with 
Both Men and Women 


One pair of these soles in a crowd 
makes everyone exclaim “Where did 
you get those soles?” Attractive color 
combinations in red, brown, green and 
blue with heels to match are favorites. 
The tire cords inthe NON-SKID Heavy 


WW WVA QZ Ry 
Sy Nur N > Ay 


NON-SKID 
SOLES and HEELS 


“Cord tire wear in every pair” 


LIMA CORD SOLE & HEEL CO. 
Dept.2-A + Lima, Ohio 


> 


WOMEN’S MEN’S SOLE 
SUNBEAM SOLE Red and Gray Checkered with 


Red and Gray Checkered, Black, se i 
French Nude, Green, Blue. Red ant Ory Checkered 
(Wedge Heel to Match if Desired) Wedge Heel 


Tear out this coupon. Specify the color soles you'd like 
to see and mail it today for samples. Then you'll 
realize the trade possibilities of these new designs. 





LIMA CORD SOLE & HEEL CO. 
Department 2-A LIMA, Ohio 


Please send us a sample of each of the following: 


Boy’s Kicker Toe 
Arrow Points to Unusual 
Construction to withstand 
hard use Children Give 
the Toes of their Shoes City State 


The Munson 
The Munson Heavy 
Duty Service Sole with 
the New Cord to Edge 
Feature gives fine service 


Signed 








ASVSeeeeseeasseaae 
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Mlcte whattioctandShoe 
Recorder says about un- 


preparedness in buying 
rubber Footwear before 


you read the opposite 
advertisement 























¥ ‘When a store must use taxicabs to get merchandise from the wholesale houses on 


¥ the first day of the overshoe selling season, there is something wrong with the buy- 


ing habits of the store.” 





«Is there no value in pleasing the public? Is there no value in starting a new season 
with a stock adequate for at least one day’s selling?” 





“When one store, by preparation, does the biggest business in the history of that store, 
in. one day, the answer is that at least one merchant thought ahead and profited thereby 


while others were losing sales.” 





«After months devoted to the most attractive program of advertising rubber footwear to 
the public ever participated in by leading manufacturers. streets are peopled with women 
wearing every example of out-of-style overshoes.”’ 





‘Retailers would never think of practicing the same method of stocking leather footwear 
that they follow in the rubber field.” 


The above quotations are from the editorial, “AN INDUSTRY CAUGHT SHORT” in 
the December 7th, 1929, issue of BOOT & SHOE RECORDER, and the article, 
“PROFITS THROWN AWAY,” in the December 28th, 1929, issue of BOOT & 
SHOE RECORDER. 
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Some of the New Models of Hood Rubber Footwear for Next Season 


plan now to profit on next 
season’s demands with 


HOOD Rubber Footwear 


New prices are announced for the Hood Rubber Footwear line for 1930. New models are out. 
From every angle of the discriminating shoe buyer, the new Hood line is a winner . . . it is chock 
full of style appeal . . . it is priced attractively . . . it looks its quality . . . and it offers a complete 
selection of smart high and low cut rubbers and galoshes that will afford absolute foot protection for 
all weather conditions. 

Be prepared to do the biggest business you ever did when the first snow falls next Fall... and to 
cash in on the satisfaction that the pleasing style and fit of Hood Rubber Footwear will give your customers. 
Inspect the advance samples of the new Hood line before you place an order for next year . . . and 
note for yourself their outstanding features ot quality, style and fit. 

A Hood salesman will call upon you shortly. 


Look for the Hood Arrow 


HOOD RUBBER CO., INc., Watertown, Massachusetts 





HOOD MAKES CANVAS SHOES - RUBBER FOOTWEAR - TIRES - RUBBER SOLES AND HEELS - RUBBER FLOOR TILING 
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THE JODHPUR 


A RIDING BOOT AS 
ORIGINATED IN INDIA 


It has devel- 
oped a_ great 
vogue with 
really smart 
people. Ours 
are English 
made —directly 
imported and 
made of the 
highest grade 
English leather 
—by crafts- 
men schooled in the art of shoemaking. The 
Jodhpur represents the perfection of fit, style 
and quality. 









BS790 


IN STOCK 
B1788—Men’s Tan; Widths A and B 4 to 8; 
C and D 6 to 11, $8.00. 
B5790—Women’s Tan; Widths B 4 to 8; 
C and D 3 to 8, $7.50. 
B5798—Women’s Black; Widths C and D 3 to 8, 
$7.50 


COLT CROMWELL. CO., Inc. 


1239 Broadway ~ New York City 


Catalog of imported riding, field and hunting boots, 
riding jes an upon request. 





P 





Price Tickets 
Hand Lettered Prices 


























Figures of dancers: 
bright red and 
black, price in | 
dark blue: 


24 doz.....$2.50 
12 doz..... 1.50 
6 doz..... .85 


Check with order, 
please 


Other styles of price 
tags carried in-stock 
—samples on _ re- 


quest. 




















Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St. Chicago, Il. 
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MAIZE SHOE Co. 
Jl HU IN WWN\SSSSSS 





There’s 
MORE 
PROFITS 


in 


*“Sunbeams” 





SUBURB OMOMORT | 


No. 222—Sunbeam 
Smoothstep. Pat. vamp 
cutout. 1-5. 


A Beautiful and Com- 
fortable Shoe. 


$ .90 
2% 10; Net 30 Days. 


and a Service that is 
Swift and Complete. 


SEND AN ORDER 
AND LET US 
CONVINCE YOU 


Salesmen: Always a 
place for good side 


LOLOL NOL ONO O78 OL 7070 @7 









Oe) 





ne 


IN STOCK line men. Fast sales; 
good commissions 
Wibe promptly paid. 


Maize Shoe Co., Rochester, N. Y. 
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ol smallness 


the final accenl | 





Basset Kid, made in 
France by R. Sarti- 
aux & E. Basset, is 


internationally _ fa- 
mous. Distributed in 


America 


for the 








1930 


Internationally 


Famous 


BASSET Kib 


Basset Kid meets the needs of 
youth and the demands 
of fashion. 







































Color Cards Upon Request 





JEFFERSON Import Co.. Inc. 


Reptiles, Brocades and other Specialties 


47 WEST 34TH ST.. NEW YORK 


past twenty-five years 
to the makers of 
better shoes, Basset 
Kid is enjoying a 


new wave of popu- 
larity in this country 
at the present time. 







This is due to the 
perfect range of 
colors being pro- 
duced for spring pro- 
duction. No. 47, Ab- 
sinthe Green, No. 45 
Prado Brown, No. 
111, Service Blue, 
No. 35, Butterscotch, 
have proven to be 
unusually successful 
in meeting the de- 
mands of the Amer- ; 
ican manufacturers. 


You will thoroughly 
appreciate the ser- 
vice of Jefferson [m- 
port Co. in its timely 
presentation of the 
smartest leathers in a 
variety of colors that 
insures a pleasing 
accompaniment for 
every dominant 
fashion. 
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Billy Rogers—Shoe Merchant 


by HAROLD WHITEHEAD 


Business Consultant 


ee O you know, Billy, that I have a good idea 

D for you?” June had just finished post- 

ing the books on the evening of the day 

on which Billy had told Jethro Brunt about Jack 

Brinstead and the plan of having Jack work for 

him. Billy was still feeling blue, for Blunt had 
spoken so depressingly about business. 

“Well, believe me, I can do with it. According 
to old man Blunt this is a time to haul in the sail. 
He gave me the willies today.” Without waiting 
to hear June’s idea he told her what the bank presi- 
dent had said. She listened to his recital and as he 
talked June rattled her pencil between her teeth, a 
habit she had when thinking very hard. As soon 
as Billy had finished she said: 

“Now let me tell you something worth listening 
to.” 

“What do you mean?” Billy asked rather indig- 
nantly. He felt.that nothing could be so important 
as studying turnover and getting ready for a slump 
in trade.” Seems to me that Blunt’s crepe-hanging 
is nothing to...to... er.” 

“How would ‘treat with airy contempt’ do?” June 
asked giggling. 

“Don’t see what’s so darned funny about it,” Billy 
retorted, in surly tones. He felt hurt that June 
did not seem to be impressed with what had worried 
him so much all afternoon. 

“Honey, you know that I’m not making a joke 
of it, but I can’t see anything to get all hot and 
bothered about. Business with you is better than 
ever. If someone has to go short of sales it needn’t 
be you. Who got your business before you started ? 
You know as well as I do, big boy, that your cus- 
tomers wore shoes long before you started in busi- 
ness; some of ’em before you were born. Any 
reason why you shouldn’t keep on getting business 
from others—Morland, for instance?” June shot a 


sly glance at Billy as she mentioned his rival who 
had tried so hard to injure Billy. 

“Huh,” Billy snorted. “That bird can’t take any 
business from me.” 
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“Of course he can’t; nor anybody else unless you 
roll over and die as soon as anybody says ‘Boo’ to 
you. What does Old Moneybags Blunt know of 
you and what you can do? He knows general busi- 
ness, of course. And besides, suppose business did 
fall off a bit. People are still going to walk, and I 
can't see ’em doing it barefoot. It would look 
funny, wouldn’t it?” 

They both laughed at the spectacle June had pic- 
tured. Then Billy straightened and said: 

“That’s right, wonderful. If someone has to go 
short of business it needn’t be me.” 

“Now you're tootin’, handsome, I know my man 
knows how to put up a fight.” June felt happier 
at Billy’s words. She knew that he had regained 
his courage. She knew his temperamental nature, 
and how necessary it was to keep his confidence in 
himself unshaken. Wise little June knew how to 
help him without letting him realize it. 

“But what’s this big idea you had for me, 
gorgeous?” Billy recalled June’s comment, now 
that his mind was somewhat relieved from its previ- 
ous depression. 


ie iy refers to your new assistant, Jack Brinstead.” 

“Don’t you get too interested in him. He'll 
lose his job before he gets it, if you do.” Billy’s 
grin belied his words. 

“Don’t interrupt the speaker,” June retorted 
calmly. “Here’s the idea. He can’t be much good 
until he has some idea of shoes, can he ?” 

“Quite right, oh beautiful oracle.” 

“In which case,” June went on, ignoring the in- 
terruption, “the sooner he knows about shoes the 
better. And, honey, I don’t see why you should have 
to pay him to learn that much. Here’s my idea. 
Why not have him go to a shoe factory for a month 
and find out what it’s all about. Then when he gets 
started here he would be able to talk about shoes 
and be of some real help to you on planning for 
bigger and better business. That’s not such a bad 
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The Story Thus Far: 


ILLY ROGERS wanted to own a 
B shoe store. He had $17,000 

and some practical experience 
acquired as a salesman in Parker’s 
Shoe Shop. George Morland was 
willing to sell his store for $22,000. 
Acting on the advice of June Solent, 
Billy consulted Jethro Blunt, presi- 
dent of Fretton National Bank, and 
the latter scanned the figures on Mor- 
land’s business. Billy decided not to 
buy Morland out and after consulting 
his former boss, Parker, decided to 
launch his own business. He picked 
a promising location, acquired a 
stock and opened his store. Billy’s 
competitors made trouble by cutting 
prices. The matter of collections 
causes Billy and June a lot of worry. 
They decide to go on a cash basis and 
send out a collection letter to cus- 
tomers whose accounts are overdue. 
The letter produced unexpected re- 
sults, angry protests and lost cus- 
tomers. Getting his stock down to a 
reasonable figure is Bill’s next prob- 
lem. He hears a talk at the Cham- 
ber of Commerce on retail merchan- 
dising and later confers with the 
speaker, Professor Brinstead, on his 
own problems. He decides to dis- 
pose of his dead stock at any cost 
and finally sells the surplus merchan- 
dise in Boston, but at a staggering 
loss. Later Professor Brinstead in- 
vites Billy to dinner and suggests that 
his nephew, Jack, join Billy in the 
shoe business. Billy reacts favorably 
to the idea, but before the matter is 
settled, another complication arises 
when a neighboring chain shoe con- 
cern makes a bid to lease his store. 
Billy counters with an offer on a five- 
year lease and his offer is accepted. 
He meets Jack Brinstead and they ar- 
rive at a temporary working arrange- 
ment. 


motto for you to adopt for this next year. Bigger and 
better business—and let the other fellow have the slump.”’ 

“You're full of pep tonight, aren’t you?” 

“Admitted. But what about my idea?” 

“It’s good.. But I can see two difficulties. He may 
not want to go. And I certainly wouldn’t want to pay 
him any salary while he was away. And then, a fac- 
tory might not be willing to let him be there. A month’s 
a long time,” Billy spoke dubiously. 

“Yes, a month may be too long,” June conceded. “But 
I think you could get Mr. Grant of the Printip Shoe Co. 
to fix it in his factory. You are doing more and more 
business with him all the time and he’s always been ready 
to do anything he can for you. At any rate, you can 
ask, Why not write to both tonight. Ask Mr. Grant 
if he can arrange to let Jack Brinstead find out how their 
shoes are made so that he can sell them more intelli- 
gently—that should get him. And then write to Jack 
and ask him if he wouldn’t like to get the practical shoe 
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Billy looked at June with deep affection. He said no more but squeezed her 
hand so hard it hurt. And she only smiled. 








experience if you can fix it. Tell him that it would mean 
a little delay in starting for you, but it would give him 
experience that would be worth all out-doors to him. Got 
the idea?” 

“Have I got it?” Billy exclaimed. “I'll tell the 
cock-eyed world I have. You're there when it comes to 
using the little old bean, and I don’t care who knows it. 
I’ll write to both of ’em right away. Then I'll reward 
you by purchasing for you one twelfth dozen of Felking- 
ton’s Super Sundaes.” 

The letters were soon written and the two young 
people left the store to get June’s “reward.” 

When Billy got to the store the next morning he noticed 
the progress the Warranty Shoe Company were making 
in getting the store next door to him ready for their 
occupancy. He wondered what effect it would have on 
his trade. To his surprise, the coming and going of 


the job shoe concern next door to him had no apparent 


[TURN TO PAGE 82, PLEASE] 








IRONAD BOX TOES 


TRADE-MARK—Propuct oF ApAMs Mec. Co., Estas.isHep 1829. 


A dainty turn of White 
Moire with Strap and 
Trimmings of Silver Kid. 
Silver Kid Covered Heel. 
A Creation of the 
BOWDOIN SHOE CO., 


170 Washington St. 
Haverhill, Mass. 





joe are preverced by the §©=9 DAVIS BOX TOECO. %% gee fe 


lronad Box. 


IRONAD BOX TOE AGENCIES 











CANADA NEW ENGLAND ST. LOUIS CHICAGO CINCINNATI 
McDowell & Lincoin Martineau & Burke Steis & DeMunsch Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 44-46 Lincoln St. 2620 Cherokee St. 208 No. Wells St. 1111 Sycamore St. 
Montreal Boston St. Louis Chicago Cincinnati 



































In Stock—Menihan Goodyear Welts 





“BRADSHAW” 


GOODYEAR WELT “ s" P 7 
B- 378-* Brown Elk with Cork Elk BELGRADE BELGRADE” 
Tri GOODYEARK WELT GOODYEAR WELT 
B- s00——wate Elk ith B B-379—Brown Bik .......-..- $5. 
Elk Tri Moll " si row 54.85 8/8 Leather Heel—Sparton Sole 
B- 382—Cork Elk with Bunny Elk 4.88 





SIZES 
WD .6:0:0:00:040:66090000860 5 t 
ee ee” 4% to8 
a + $eineaventt enabeecae Se 
i 64% spemsasenacaae 3% to8 
S snes. de, wowngegeuees 0 


Terms Net 30 Days 


Twenty-five cents additional for 
orders of less than three pairs. 








“MARATHON” 
GOODYEAR WELT 

Solid Leather Heel e 
B-334—Tan Calf... .....ccccees $5.35 B-362—White eae $5.25 


THE MENIHAN COMPANY | 


IN-STOCK DEPARTMENT 
ROCHESTER, N. Y. 
See Page 70 for Additional Menihan In-Stock Styles 
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IF YOU HAVE 
NOT SEEN 
THE NEW 
DEAUVILLE 
LINE WRITE 

US FOR 

INFORMATION 

ABOUT A 
DISPLAY 











TRADE-MARK 





Backed by Nation- Wide Consumer Advertising 





Before you know it the Deauville Sandal season will be upon 
you. Already the rush of ordering is on full force. Many of 
the especially popular styles are fast selling out. 





Don’t lose out on sales through inadequate stocks. Check 
up on the styles and sizes that mean sales and profits to you 
and order NOW! Prompt delivery assured on early orders. 





Remember when stocking woven leather footwear—there is 
only one line trademarked ‘‘Deauville Sandals.”” This name 
is on the sole of every pair of genuine Deauville Sandals— 
heavily advertised in leading consumer magazines. 


GOLO SLIPPER COMPANY 


129 Duane Street New York City 
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orthwest Merchants Meet 






Ira L. Welch to Head Association During Coming Year 
with Des Moines 193! Convention City 


By EDWARD O. RAY 


Associate Editor, Boot and Shoe Recorder 


HE second annual con- 
vention of the North- 
western Shoe Retailers 
Regional Association held at 
Minneapolis Monday, Tuesday 
and Wednesday of this week, 
proved a most profitable three- 
day period for the many mer- 
chants of Minnesota, Iowa, 
Northern Wisconsin and the 
two Dakotas who listened with 
eager interest to a number of 
outstanding factors in the American shoe industry. The 
combination of the former Iowa and Northwestern 
Associations proposed two years ago and effected last 
year has now become an established fact, with the com- 
bined forces operating in splendid unison. The asso- 
ciation’s by-laws call for alternate annual meetings in 
the Twin Cities and Des Moines and in accordance with 








this plan the directors of the organization announced 
Des Moines as the 1931 convention city. 

President-elect Ira L. Welch, of Atlantic, Iowa, will 
preside, assisted by Joe Langley, president for the past 
year, who was elected delegate at large of the North- 
western Regional. Harry S. McIntyre, the association’s 
efficient and popular secretary and treasurer, was re- 
turned to office with a handsome testimonial of the direc- 
tors’ appreciation. 

In addition to the foregoing officers elected by the 
directors, the elections of State vice-presidents and direc- 
tors by the several State delegations resulted as follows: 
Iowa, Frank Jacques, Des Moines, and William J. 
Gernes, Ames; Minnesota, J. C. Muenzer, Fergus Falls, 
and Charles A. Kilbourne, Minneapolis; North Dakota, 
Eli L. Esperance, Grand Forks, and W. R. McHugh, 
Wahpeton ; South Dakota, Arthur Johnson, Sioux Falls, 
and George F. Miller, Aberdeen; Wisconsin, E. A. Rice 
and J. b. Haroldson, both of La Crosse. 

One of the many unique features which characterized 
the Minneapolis meeting was the five-day program of 
radio broadcasting in the association’s interest conducted 
by the Nicollet Hotel management in bringing to the 
attention of shoe retailers throughout the Northwest 
manifest advantages of association effort. 
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Close to one hundred lines of shoes and accessories 
were on display in the hotel sample rooms in charge of 
travelers with membership in the Northwestern Shoe 
Travelers Association and the cooperation of travelers 
working in close harmony with the retailers’ association 
demonstrated the success attainable when the various 
units of the industry pull together. 

The displays included many of the leading lines of the 
country in both men’s and women’s shoes and con- 
siderable business was transacted, more than one sales- 
man testifying that the opportunities presented to meet 
with numerous buyers at a common point paid good 
dividends on the investments. 

James H. Stone, manager of the N. S. R. A., was 
billed to participate in the Minneapolis meeting of shoe- 
men but was unable to attend because of his presence at 
the New York meeting of shoe manufacturers sending 
a very capable and charming representative in Miss 
O. M. Johnson, known to shoemen everywhere by rea- 
son of her splendid efforts at National Headquarters in 
Chicago and more recently by her discharge of important 
duties at the recent St. Louis show. 


N addressing herself to the subject “What Member- 

ship Means to a Member,” Miss Johnson described the 
tangible and intangible advantages of membership in 
the parent body of shoe retailers covering activities 
which approximated a liberal education in association 
effort for many of her listeners. 

The biggest size sheet ever built measuring seventeen 
by twenty-five feet, which visitors at the recent national 
convention will remember as occupying the entire end of 
the Jefferson Hotel, had been shipped to Minneapolis 
and occupied space in the great roqgm where the con- 
vention sessions were held. Ernest A. Burrill, chair- 
man of the Plan and Scope Committee of the National, 
himself responsible for the remarkable exhibit, talked to 
the Northwestern association on “The How and the Why 
of a Budget.” He called attention to the fact that people 
are still doing their average six miles per day whether 
or not they have been hit by the stock market and de- 
clared it is time to step up and look the situation squarely 
in the face. In closing he referred to concrete instances 
where the installation of the budget plan so familiar to 
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RECORDER readers has resulted in the withdrawal of sub- 
stantial sums running into five figures which dealérs 
have been able to invest in interest-bearing securities 
instead of having unnecessarily large sums tied up in 
unwieldy inventories. 

Miss Clara Rue, a St. Paul style authority, referred 
to this year’s spring costume as a mosaic wherein the 
shoe contributes toward rendering the costume individual 
and appropriate. Dividing her feminine footwear pro- 
gram into six sections, she discussed active sportswear, 
spectator sportswear, street shoes, formal afternoon foot- 
wear and dinner and evening wear. No one color should 
stand alone without a complement, Miss Rue asserted, in 
speaking of sportswear and following white she favored 
peach tones, bois de rose, yellow greens, yellow, pale 
ice green, pale blue, gold violet and black and white. 
She definitely declared darker shades of hosiery prevail- 
ing for spring wear with sports costumes with the de- 
sired effect approximating a medium brown, lisles lead- 
ing in suntan shades or service weight silk in colors 
that match the complexion. 


OR general street and daytime wear Miss Rue be- 

lieves the shoe should match either the jacket and 
skirt or the blouse, beige and brown promising a favorite 
color contrast with black and white and gray and white 
in somewhat lesser favor. She averred that the lustrous 
straws being shown in hats for spring may revive patent 
leather in shoes as may the printed flat crepes in dresses 
“since the woman will have as many pairs as you can 
show her need in order to be perfectly ensembled.” 

The speaker stated that hosiery with novelty heels 
has passed out of the picture, but that chiffon silks 
with narrow heels and possibly French clocks in shades 
harmonizing with the costume colors will be good either 
in lighter or darker tones. 

The patterns for street wear Miss Rue listed as opera 
pumps, one straps or oxfords with restrained trims and 
chose her leathers as black kid, brown kidskin, navy 
and green kidskin, watersnake and combinations. The 
evening slipper according to Miss Rue’s observations 
may be a strapped sandal, an opera pump of moire satin 
or crepe de Chine dyed to match the dress or wrap and 
trimmed with gold kid or the shoe may be of neutral 
lame or brocade which matches the fabric of the hand- 
bag. She asserted that the accepted skirt lengths for 
spring sportswear will be to the upper calf for street 
wear to the middle calf and for formal wear to the 
ankle and that for all but formal wear the skirt will be 
even hemline. 

In his president’s address, Joe Langley of St. Paul, a 
director of the N. S. R. A., spoke of optimism, coopera- 
tion and prosperity as the theme of the industry for 1930. 
He reviewed the development of the Northwestern shoe 
trade organization since its inception twenty years ago 
and described the association’s part in building success 
into the shoe business. 
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“A thing which our President has accomplished,” Mr. 


Langley stated, “is the bringing together of business and 
government into a new partnership. As a result let us 
support President Hoover by buying shoes right here 
and now from the traveling salesmen attending and 
supporting this convention and so prepare for stimulated 
business in shoes. 


ia) 


ITH all the work to be done, shoes are a requisite 
and let us show the President that we are the first 
industry to enlist in this new battle of business, holding 
the forts of home and happiness, of constituting the 
high standards of American living conditions. In con- 
clusion I want to ask you: are you keeping pace with the 
earning and spending of the dynamic American people ?” 

Minnesotas three time Governor Theodore Christian- 
son welcomed the visitors at the first day session with an 
illuminating address on the many things to which Minne- 
sotans point with justifiable pride. He drew an allur- 
ing picture of the industrial and commercial advantages 
to follow the completion of deep sea waterways to the 
inland seas. 

William H. Gernes of Ames, Iowa, made a direct 
appeal to retail shoe merchants to conserve the time of 
traveling salesmen. 

Arthur L. Evans, director of the Retailers’ Service 
Bureau of the Ault-Williamson Shoe Co., of Auburn, 
Me., and St. Louis, Mo., and president of the Educa- 
tional Institute for Retail Shoe Salesmen was the feature 
speaker at the Tuesday luncheon meeting, on the subject 
“Training the Retail Shoe Salesman.” 

Mr. Evans, who has long been a leading advocate of 
adequate training for retail shoe salesmen, stressed the 
great importance of the work of the men and women 
who serve the public on the floor of our shoe stores. 
He considered this the weakest element in the industry, 
























ARE YOU AFRAID OF LOSING YOUR jJoB? 
This man’s job is 
SAFE / 


[ your job like trying to fill a sieve—futile ? With 


ue et CP eed 


the J.C. Penney Company there are always re- 
sults. The opportunities we offer can mean secur- 
ity for the future. Good men succeed. 


P. W. Shurtz saw security ahead 


“In 1921 I started to work with the J. C. Penney 
Company, because I knew they offered a rare oppor- 
tunity from the examples of young men from my 
home town who had already gone with the Company 
and been successful. 


a i a. ae a 


“Tt was certainly a privilege to become associated 
with an organization of such high ideals and principles 
and to become a student in a practical school of 
modern merchandising where cooperation is the key- 
note and every man helps his fellow worker to at- 
tain success. 


““My associations within the Company have been 
most pleasant and I do not know of another organi- 
zation that would have offered me the opportunity 
to reach the position I now enjoy.” 

P. W. Shurtz has capital- 
ized on his understanding of 
merchandising. He can count 
on the respect and admira- 
tion of his friends. He has 
shut his door against financial 
storms. He is a success. 






























P. W. SHURTZ knows of no opportunity to equal the 
offer the J. C. Penney Company makes to young men. 


But this is no day-dream 








P. W. Shurtz has given real 
energy; he has been willing 
and eager to work to raise 
the J. C. Penney standards 
ever higher. His reward is no 
castle in the air but a house 
upon a rock foundation, a very real success. 









We are growing stead- 
ily. We need young 
men to train for the 
responsibilities of 
store management, 












Get in touch with us now if you feel that you are the 


kind of man we want. Write to J. C. Penney Com- This opportunity is for men who are well educated 
pany, Inc., Attention Mr. J. D. Keyes, Room 1703-S, 


330 West 34th Street, New York, N. Y.; or Attention —who know the dry goods, clothing or shoe business 
Mr. E. M. De Moss, Room 1351-S, 400 S. 14th Street, from the inside out—who are between 21 and 35 
St. Louis, Mo.; or Attention Mr. Wm. H. Dayton, years of age—who have played the game squarely. 


Room 1323-S3, Russ Building, San Francisco, Cali- 
fornia; or Attention Mr. A. M. Walters, Room 
1125-S3, Perrine Building, Oklahoma City, Oklahoma. 


If you can qualify, get in touch with us. There are 
always openings for men like P. W. Shurtz. 
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The TRAVELING 


4 « < 


| bp is just one continuous round of 
genuine pleasure sandwiched be- 
tween successful selling seasons for Joe 
Kalisky, who travels from Michigan to 
Nebraska for Thompson Bros. Shoe 
Company. 

Following the shoe selling at the St. 
Louis convention, “Joe” departed with 
his sister for the sunny south, sailing 
over tempestuous seas out of N’Orleans 
and following the gulf stream en route 
via Morro Castle to La Union, Havana, 
the hospitable inn where he has spent 
the winter months for several years. 
Already his friends in the frozen north 
are receiving bulletins of summer heat 
temperatures prevailing in the near- 
tropics. 

None fortunate in the friendship of 
this well-liked shoeman but will wish 
him an enjoyable rest period and wel- 
come home on schedule around March 1. 


H W. SPRIGGS has been assigned to 
* the Ohio territory by The Irving 
Drew Company, of Portsmouth, Ohio, 
this territory having been made vacant 
by the resignation of C. R. Maxwell, 
who sold Drew shoes for twenty-seven 
years. 

Mr. Spriggs was recently with the 
Excelsior Shoe Company and, though 
he was selling men’s and boys’ shoes 
for them, he has also had wide experi- 
ence in the women’s shoe business. He 
~wwas formerly with the G. Edwin Smith 
Shoe Company of Columbus, Ohio. 

In connection with the retirement of 
Mr. Maxwell, the Idco Bulletin, pub- 
lished by Irving Drew Company, said 
in its last issue: 

“Twenty-seven years is a long time 
to stay on the same job, but Charles R. 
Maxwell has accomplished this feat as 
a salesman for The Irving Drew Com- 
pany. His recent retirement marks the 
ending of another long business asso- 
ciation of a few of those indomitable 
men who, early in life, linked their ef- 
forts with Mr. Irving Drew in the 
building up of a very creditable shoe 
manufacturing business. 

“For many years Mr. Maxwell has 
made his home in Columbus, Ohio, 
where he has built a beautiful home 
which he can now enjoy with no more 
thoughts of beating the highways of 
trade throughout Ohio. That his visits 
will be missed by countless retail shoe 
friends is conceded, but we know they 
will all join us in wishing him con- 
tinued good health and happiness as 
the reward for his faithful service.” 
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M. MENSE, salesmanager of the 

e J. R. Burns Shoe Company, manu- 
facturers of men’s shoes in Endicott, 

Y., announces the almost 100 per 
cent completion of his work in building 
up a sales force. The salesmen selected 
include: Otis Bates, New England; J. 
P. Peiser, New York City; W. D. Boul- 
den, Atlantic Coast; H. J. McMahon, 
Delaware, Maryland, West Virginia, 
New Jersey and Philadelphia; Sidney 
Rippon, eastern Pennsylvania except 
Philadelphia; George Murfit, western 
Pennsylvania; D. E. Kirkendall, Ohio; 
C. C. Cook, Illinois and Indiana; W. D. 
Berny, Chicago district; A. H. Mc- 
Manus, Wisconsin, Minnesota and 
Iowa; Walter Wright, Alabama, Geor- 
gia and Florida; J. M. Whittington, 
Mississippi, Louisiana and Arkansas; 
W. R. Medaris, Oklahoma and Texas; 
H. D. Fulton, Washington, Oregon, 
Idaho and Montana; R. O. Baisch, 
Michigan; and Charles Searles, New 
York State. 


EWLY elected officers of the Wis- 

consin Shoe Travelers’ Association 
have been installed in their new posi- 
tions following the annual meeting of 
the association. Henry D. Kuehn is 
president; H. W. Klos, first vice-presi- 
dent; Fred E. Schmidt, second vice- 
president; C. W. Johnson, secretary- 
treasurer. Two new committees have 
been set up by the association—the 
Lapsation Committee, which has in 
charge the work of preventing lapses in 
membership; and the Insurance Com- 
mittee, whose work is to sell the insur- 
ance idea to all members. 


SHOE SALESMAN 


NEWS 
of the ROAD 





HE closing days of the year wit- 
nessed a gathering of twenty-two 
salesmen, when the nation-wide sales 
organization of the Harsh & Chapline 
Shoe Company, Milwaukee, gathered at 
the factory headquarters in sales con- 


ference. A material gain in the com- 
pany’s business volume for 1929 as com- 
pared with the preceding twelve 
months, was reported. 

The accompanying photograph was 
taken following a luncheon tendered by 
George P. Utley, Managing Director, 
on Dec. 31, and includes the following: 

Reading from left to right, seated 
are: J. W. McHenry, Stylist; Fred W. 
Moritz, General Sales Manager; Geo. 
P. Utley, Managing Director; H. J. 
Kenyon, Credit Manager. 

Front row standing, left to right: 
H. A. Sweyer, Western Ohio; H. E. 
Bell, Western Pennsylvania; E. W. 
Engelke, Rocky Mountain States; Dave 
A. Marks, Chicago Manager; L. M. 
Barrett, Western Kansas; S. F. Rich- 
ardson, Western Texas; Henry/Thor- 
son, Minnesota; O. J. Beckman, North- 
ern Illinois; O. H. Lacher, Michigan; 
A. A. Heusner, Nebraska; F. A. Bol- 
linger, Southern Iowa; L. J. Peckosh, 
Northern Iowa; S. C. Bohart, Arkan- 
sas; L. M. Robinson, Western New 
York; J. S. Trimble, Oklahoma; W. Mc- 
Cabe, Southern Texas; W. H. Millam, 
Eastern Texas. 

Back row, standing: V. E. Kramer, 
Milwaukee; L. A. Harper, Wisconsin; 
F. L. Kingsolver, Detroit Manager; 
W. J. Lawless, Eastern Ohio; Geo. 
Lambert, Indiana; T. J. Newkirk, 
Northern Texas; F. Dodge, Eastern 
Pennsylvania. 





Meet in Sales Conference 














Representatives of Harsh & Chapline Shoe Company of Milwaukee, 
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discuss selling plans for 1930 at conference held at the factory. 




























“INDRA” 
Special Process 


“EMELIE” 
Special Process 


“RAYO” 


Special Process 
18/8 Ouban Heel 


“LEAH” 


Special Process 
79/8 Heel 


Gilt and Brown Ornament... 


ping, Nickel and Jet 





B-343—Genuine Beige Snake 
Blond Kid Trim on Saddle. . 





a © wap Lizard, me 
Sauer CO Matt. ccccccccce $6 





with 
- $7.25 





B-318—Genuine Seige Snake. . $7.25 





B-368—Suntan Kid with Brownstone 
Kid Saddle,- Suntan Kid en OK 


B-369—Mat Kid with Gun ines 
Silk Kid Saddle, Mat Pe Strip- 


ament 
$5.25 





MENIHAN’S 
In Stock Styles 


for Spring— 


THE IN-STOCK BULLETIN is sent 

weekly to all regular MENIHAN cus- 

tomers, avail yourselves of this ser- 
vice by placing an order now. 


























“DORY” 
Special Process 
19/8 Heel 
. B-373—Grey ming Lizard Calf —- 
B-342—Genuine Beige Snake. .$7.00 as... $5. 
B-374—Beige Gecko Calf with om 
stone Kid Quarter........... $5.25 





“REGENT” 
Special Process 
19/8 Heel 
B-352—Brown Kid ........ $5.00 
B-170—Imported White Crepe “BERNICIA” 
=. suitable for tinting any ee 3 poctel sbrecese, 
eee ee ee es . / ‘u n 
0 Tri tncersd tie 'titt 5, 0.254_premmtne EMM with, Ot 
od and Brown ament........ 
Ore ee Site coe ces OF 8 355—Dell Biedk Kid with Nickel 
B-176—Black an aw A Wet.) 4.35 and Jet Ornament..........-. $5 
Ne Process 
B-180—Mat Kid .......... 5.25 
B-345—-White Kid ......... 5.35 





“LARK” 
Special Process 
“VOLTA” 14/8 Ouban Heel 
Special Process B-356—Beige Calf with Gilt and 
_ Bo nage gs Ki Brown Ornament .¥.......... $4.50 
40—Brownstone d with “4 B-358—Black Calf (Light Wet.) 
Piping to Match...-........ $5. with Nickel and Jet Ornament. $4.50 
B-383—Mat Kid with Patent Pi. Note: The ‘“‘Larks’’ are stocked up 
Be Vo wdineeeee Gude veeses en $5.0 to size 9. 


THE MENIHAN COMPANY 


In-Stock Department 


ROCHESTER, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoes 


See page 64 for additional Menihan In-Stock Styles 


“TALLY” 
Special Process 
14/8 OCubden Heel 
B-370—Beige Calf with Beige Liz- 
O08 GO BBs coscccecceses 4.15 


B-372 —-Black Kid Dulled with 
Black Pin Seal Calf Trim... .$4.75 





“REGENT” 
Nw Mode Process 
19/8 Heel 
> 335—Black Silk Moire..... $5.00 
B-336—White Silk Moire Suit- 
able for Tinting.......... 5 





“REGENT” 
Special Process 
22/8 Heel 
Medium Round Toe 
B-385—Suntan Kid ........ $5.00 
B-386—Black Satin ......... 4. 


3 
B-388—Black Calf (14. Wat.) 4.35 





“RAYO” 
Special Process 
14/8 Cuban Heel 
375—Grey A oe. nat 60 
it eee A Bo 


Terms, Net 80 Days 


Twenty-five cents additional fer 
orders of less than three pairs. 


SIZES 
MT eccorsotecaneoceos t 
iD sécdoskstenceeticndl 4% te 8 
ah socaaegsdensetssioss és ine 
isuabedshdevubhaae pens ss 
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NATIONAL NEWS 


SATURDAY, FEBRUARY 1, 1930 





EVERY WEEK 











Tariff Situation Causes Concern 


Shoe Manufacturers and Tanners Deeply Disappointed by Sen- 
ate’s Action—Question Goes to Conference Committee 


WASHINGTON, D. C.—Action of the | 


United States Senate in voting last 
Friday, 46 to 28, to strike out the sec- 
tion of the tariff bill placing duties on 


hides, leather and shoes, leaves the situ- | 


ation as uncertain as it was before the 
House voted to levy a tariff of 10 per 
cent on hides, 12% to 30 per cent on 
leather and 20 per cent on shoes. The 
decision now goes to the Conference 
Committee, which will be made up of 
members of both Houses and whose 
duty it will be to iron out the differ- 
ences between the Senate and House 
measures and write the final bill, to be 
referred back to House and Senate on 
the question of adoption of the Confer- 
ence report. 

The action of the Senate came after 
two attempts to increase the duty on 
hides above the 10 per cent ad valorem 
levy carried in the original Hawley- 
Smoot bill. When both of these at- 
tempts failed, the western group that 
had sponsored them turned against any 
duties on hides, leather or shoes, and 
the motion to strike out the entire sec- 
tion of the tariff bill was made by 
Senator Borah, of Idaho. 

Eastern shoe manufacturers who 
have been fighting the battle for a 
tariff to protect the industry against 
increasing European competition, 
learned of the action of the Senate with 
keen disappointment, which was shared 
by the groups of tanners who have been 
active in the attempt to obtain similar 
protection for leather. 

“It is such a serious thing that I 
can hardly believe that the Senate ac- 
tion will be final,” said J. J. Kauder, 
Brooklyn shoe manufacturer and for- 
mer president of the Shoe Manufac- 
turers Board of Trade, who led Brook- 
lyn’s fight before the congressional 
committees. “It seems to me that there 
must be some way of restoring the 20 
per cent duty we were promised. 

“Look at the figures: In 1922, total 
imports into this country of men’s, 
boys’, women’s and children’s shoes 
were 199,738 pairs. By 1928 the total 
had jumped to 2,616,884. The follow- 
[TURN TO PAGE 76, PLEASE] 
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Charles L. Thompson Goes 
with Oppenheim, Collins 
New YorK—Charles L. Thompson, 

for the past seven years buyer of shoes 

for the Bedell Company, which operates 
women’s apparel stores in various 
cities, has accepted 
the position of 
buyer and mer- 
chandise manager 
for the shoe de- 


partments in all 
of the stores of 


& Company. 
Mr. Thompson 
succeeds John J. 


Holden, whose ap- 
pointment as man- 





the women’s and 
children’s shoe de- 
partments at Wan- 
amaker’s was announced last week. He 
assumed his new duties on Monday. 

In making this change, Mr. Thomp- 
son returns to an organization with 
which he was asso- 
ciated for eight 
years before he be- 
came buyer for the 
Bedell Company. 
He is a native of 
Xenia, Ohio, where 
he gained his first 
experience in the 
retail shoe _ busi- 
ness. Upon coming 
to New York he 
went with Stern 
Bros. in the ca- 
pacity of assistant 
manager, and after 
two years he be- 
came assistant to James Smith in the 
shoe department of Abraham & Straus 
in Brooklyn. Then he spent a short 
time at the Denholm & McKay store in 
Worcester, Mass., prior to his former 
connection with Oppenheim, Collins & 
Company. He is widely known for his 
ability as a department executive. 


John J. Holden 


Charles L. Thompson 
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‘Moulton Made 


| president of the 


President; Rand 
Now Chairman 


St. Lours—William H. Moulton, vice- 
International Shoe 
Company, and head of the manufactur- 
ing department, was elected president 
of the company on Monday of this 
week, succeeding Frank C. Rand, who 
becomes chairman of the board of di- 
rectors. 

Andrew W. Johnson, vice-president, 
was elected treasurer, succeeding F. 
August Sudholt, who retired after 
fifty-one years of service with the In- 





| ternational Shoe Company and its pre- 
| decessors. 


Oppenheim, Collins | 


ager and buyer of | 





Edgar L. Bland, of St. Louis, and H. 
Eugene Jones, of New York, were add- 
ed to the directorate to fill vacancies. 

Mr. Moulton became associated with 
the Roberts, Johnson & Rand Shoe 
Company in 1908, coming to St. Louis 
frem Brookfield, Mass. When that 
company was merged with others to 
form the International Shoe Company, 
he was made head of the manufactur- 
ing department. He became vice-pres- 
ident of the company in 1912. 


Herbert R. Garside Heads New 
York Manufacturers 


New YorK—At the annual meeting 
of the Shoe Manufacturers Board of 
Trade of New York, Jan. 20, 1930, the 
following officers and directors were 
elected for the current year: 

President, Herbert R. Garside, A. 
Garside & Sons, Inc.; vice-president, 
Michael A. Miller, I. Miller & Sons, 
Inc.; treasurer, Frank Grossman, Ju- 
lius Grossman, Inc.; secretary, Murray 
D. Fine, Premier Shoe Company. 

Other members of the board of di- 
rectors are: John R. Garside, A. Gar- 
side & Sons; Simon Goldstein, Amer- 
ican Shoe Company; F. S. Kauder, F. 
S. Kauder Shoe Company; Julius J. 
Kauder, Ground Gripper Shoe Com- 
pany, Physical Culture Factory; Theo- 
dore Kurz, Kurz & Lapidus, Inc.; Jus- 
tus J. Lattemann, Elwill Shoe Com- 


pany, Inc.; Julius Pincus, Pincus & 
Tobias, Inc. 
Frank H. Curry will continue as 


counsel and executive secretary. 









A351—Patent 


A1051—Black Calf 
Korry Krome Sole 
Soging rubber heel on 8%- 

6%-8, D 8%-11, CD 


LANCASTER 
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QUICK TURN-OVER 


It is the sales-speed of a shoe that resells 
it to the merchant. 


Our new customers buy the Skeezix Line 
because it has proved to be the best 
looking line of juvenile welts offered 
them in any market. We specialize on 
Goodyear Welts and nothing else. 


But our old customers reorder Skeezix 
because they have seen, with their own 
eyes, how rapidly these splendidly made 
little shoes turn over. 


A youngster’s shoe which looks well, 
wears well and sells exceedingly well 
must be a mighty good shoe to stock 
and advertise. These outstanding 
points, we believe, are largely due to our 
strict specialization in juvenile Good- 
year Welts. 


Skeezix does all three things in any 
store. How about your own? 


Skeezix shoes retail from $2.50 to $5.00 


in sizes from infants to senior misses. 





SHOE Co. 








U351—Patent One Strap 
C-D 8%-11, C-D 
00 $2.25 
-2,B-CD 2%-7, A-B-OD 


ELIZABETHTOWN, PA. 
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Genuine Goodyear Welt 
DON’T LOSE SALES 


for lack of sizes 








4 FRADE MARK 
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REG. U.S. PAT. OFF.” . 

Scientific Health Shoes 
«  forChildren , 
Insure Normal Feet 














Style No. 110—Patent. 

3/5 Spartan Gold Spot Soles, C, D, $1.80 
Soft Toe—Leather Wedge Heel. 
5%/8 Spartan Gold Spot Soles, B, C, D, 
$2.10 
Leather Box Toe—Leather Wedge Heel. 
8%4/11%, Oak Bend Soles, B, C, D, $2.40 


Leather Box Toe—Rubber Spring Heel. 
Style No. 112-—-Log Cabin Elk. 
81%4/11% Sizes only, B, C, D, Oak Bend 
Sole, $2.40 
Leather Box Toe—Rubber Spring Heel. 


All runs: Sole Leather Counters; 
Kid Quarter Linings. 





Style No. ee. 
01—White Elk, White Welting. 
102—Ler Cabin Elk 
‘** 103—Light Smoke Elk. 
3/5, Spartan Gold Spot Soles, C, D, $1.80 
Soft Toe—Leather Wedge Heel. 
5%/8, Spartan =, Soles, B, C, D, 


Leather Box Toe—Leather Wedge Heel. 
8%/11%, Oak Bend Soles, B, C, D, $2.40 
Leather Box Toe—Rubber Spring Heel. 
All runs: Sole Leather Counters; 
Red-line-in Linings. 


Terms 5% 10 Days 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Aurora Missouri 


Manufacturers of Famous National Park Hiking 
Boots, 6 different styles carried In-Stock 
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Goodrich Appoints New 
District Sales Manager 


Boston, MAss.— 
J. Irving Wood of 
Portland, Me., rep- 
resenting the B. F. 
Goodrich Rubber 
Company in vari- 
ous parts of New 
England for the 
past sixteen years, 
has been appointed 
manager of foot- 
wear sales for New 
England, effective 
Jan. 13, 1930, head- 
quarters at 614 At- 
lantic Avenue, Bos- 





J. Irving Wood 
ton. B. F. Goodrich manager 


Mr. Wood has of footwear sales in 

been connected with New England 

the rubber industry for twenty-five 
years, starting with the Lawrence Rub- 
ber Company in 1905, following which 
he was manager of the Crocker Rub- 
ber Company, Brockton, Mass., and 
then became general manager of the 
Hope Rubber Company, Providence, 
R. I. In 1920 he became affiliated with 
the Portland Rubber Company, Port- 
land, Me., as a director and general 
manager, and sold his interest in the 
Portland Rubber Company in 1926. In 
1927 he made a special survey of rubber 
footwear needs of fishermen on the 
Pacific Coast from Juneau, Alaska, to 
San Diego, Cal., for the Goodrich com- 
pany, and made a similar trip to New- 
foundland and Nova Scotia in 1916. 
Mr. Wood will take up residence in 
Boston some time during the coming 
summer. 


Boston Club Told About 
International Politics 


Boston, MAss.—International politics 
was the timely subject selected for dis- 
cussion at the dinner meeting of the 
Boston Boot and Shoe Club, 
nesday evening, Jan. 22. The speaker 
was Professor Alden G. Alley, a mem- 
ber of the faculty of the New Jersey 
Law School, 
abroad in studying this subject. 

Professor Alley likened the nations 
of the world to a community in which 
individuals were striving to live in safe- 
ty without the protection of law-mak- 
ing bodies, law-enforcing bodies and a 
judiciary. He traced the course of in- 
ternational politics from the time of the 
Kellogg Pact to the present day and 
showed the progress which has been 
made in bringing the nations together 
in a spirit of mutual helpfulness. The 
meeting was presided over by August 
H. Vogel, Jr., president. 


Correction 


The following listings and prices 
were omitted through an oversight from 
the Juvenile Shoe Corporation adver- 
tisement in the January 25 issue: 


Style 122—Patent—Center Buckle 


Strap 
ee a $2.10 
Sizes 844/11%.......... 2.40 
Ses ware 2.85 
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REG. US. PAT OFF 


For SPORT 
HIKING 
AVIATION 


5-STYLES-5 


IN-STOCK 


ROCKY 
MOUNTAIN 
MODEL 













Style No. 312 
Price $5.70 


Camel Elk 
Height 14 


Inches 











held Wed- | 








| Shoes 





All Five Models 


In-Stock 
The Year Round: 
2310—Black Hills 14-in..$6.00 
£312—-Rocky Mt. 14-in.. 5.70 
£315—Yellowstone 14-in. 5.70 
£317—-Sport Boot 8-in... 4.60 
$318—Gr'd Canyon 14 in. 5.70 
Genuine Goodyear 
Welts 
Suitable for mem- 
bers of the Girl 
Scouts and Camp 
Fire Girls Organ- 
izations. 
Wonderful Fitters 
Flexible Oak 
Soles 
Steel Arch 


4/8 B, 21%4/8 C 
and D 
Terms 5% 10 days, Net 30 
Write for 

Sample Pairs 
or Folder 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA . 
Aurora Missouri 


Makers of the famous Kewpie Twins Health 
for Children, also Sportwalks — smart 
lightweight welts for college girls. 





5/8 A, 
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ALFRED HALE RUBBER COMPANY 
NORTH QUINCY, MASS. 

















Tom Childs of Holyoke 
Observes Anniversary 


HOLYOKE, Mass.—It isn’t often that 
a retail shoe store becomes front-page 
news sufficiently important to carry a 
two-column head in a daily newspaper 
merely because the proprietor happens 
to be observing an anniversary of the 
founding of his business. And it wasn’t 
merely because Thomas S. Childs, of 
Holyoke, was celebrating forty years of 
successful retailing that the Holyoke 
Daily Transcript took cognizance of the 
occasion recently in this way and pub- 
lished an editorial about him as well. 
The thing that made this event news 
was rather the unique and unusual 
place that Mr. Childs and his store hold 
in the community. 

In 1890, Thomas S. Childs of Thos. 
S. Childs, Inc., came to Holyoke from 
Worcester and became proprietor of the 
C. A. Corser Shoe Store. Holyoke was 
then beginning to be known as an im- 
portant industrial center. The business 
grew with the city. With an organiza- 
tion that has grown from three to 
thirty, Mr. Childs has developed one of 
the largest independent shoe stores in 
New England. 

Mr. Childs advertises all the time. 
This, with an intense zeal for his busi- 
ness, is the reason for his success. He 
loves his work and can be found any 
business day on the first floor of his 
store, fitting shoes, or climbing ladders 
in search of particular shoes a customer 
may want. 

Mr. Childs started his shoe career in 
his father’s store in Worcester. He is 
an expert judge of leathers. He is a di- 
rector of the Hadley Falls Trust Com- 
pany, Morris Bank, and a trustee of 
the People’s Savings Bank. His fame 
has spread far beyond Holyoke and 
Massachusetts, for thousands of college 
girls have bought shoes from him dur- 
ing their four years at Mount Holyoke. 
He has been active in all sorts of mdve- 
ments to raise the level of shoe retail- 
ing and has taken a prominent part in 
trade association work in New En- 
gland. 


J. P. Troxell to Manage 
Union in Haverhill 


HAVERHILL, Mass.—John P. Troxell, 
economist and statistician, a professor 
in the University of Kentucky, has been 
named to succeed Norman P. Ware as 
district manager of the Shoe Workers’ 
Protective Union, this city, effective 
Feb. 1. Mr. Ware returns to Wesleyan 
University from which he was granted 
a six-months leave of absence last 
summer to supply the local position. 
The management of the local affairs of 
the shoe union under a re-organization 
plan adopted by the shoeworkers is 
placed in the hands of scientifically 
trained men supplied by the Labor 
Bureau, Inc., of New York. 





Manufacturers’ Bureau 
Changes Name in Lynn 


LyNN, Mass.—The Lynn Shoe Man- 
ufacturers’ Bureau has changed its 
title to the Lynn Shoe Manufacturers’ 
Association, and the commissioner of 
corporations has certified to the change. 
John H. Goldberg of the Bond Shoe 
Co. is president. 
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Buford H. Jones Elected 
Vice-President 


AUBURN, N. Y.— 
Buford H. Jones, 
who has been sales 
manager for Dunn 
& McCarthy for the 
past two years, and 
who has directed 
the sales promo- 
tional activities of 
that organization 
in connection with 
its Enna Jettick 
and other lines, has 
been elected vice- 
president of the 
company. He has 
been a member of the board of directors 
for about a year. 

Mr. Jones is a nationally known fig- 
ure in the shoe industry. He is a native 
of the South, but spent some years in 
New England, where he was associated 
with Thomson-Crooker Shoe Co., of 
Boston, in an executive capacity. There 
he took an active part in important 
movements for the advancement of the 
industry. He served as president of 
the Boston Shoe and Leather Fair, and 
held various offices in the New England 
Shoe and Leather Association and 
other trade bodies. 

Numerous messages of congratula- 
tion and good wishes from his many 
friends among the retailers, manufac- 
turers and traveling salesmen have been 
received by Mr. Jones following his 
election to the vice-presidency of Dunn 
& McCarthy. 


Buford H. Jones 


Arthur Bender Now With 
Jefferson Import 


New YorK—Arthur’ Bender, for- 
merly manufacturer of bench-made 
shoes, is now associated with the Jeffer- 
son Import Corporation, importers of 
leather, shoes, shoe materials and spe- 
cialties. Mr. Bender will be in charge 
of the merchandising and extension of 
business in the leather and shoe mate- 
rials department. 

According to Mr. Bender, the Jeffer- 
son Import Corporation is enjoying ex- 
ceptional success in the distribution of 
colors Butterscotch, Absinthe Green, 
Service Blue and Prodo Brown of Bos- 
set Kid. 


Changes in James Shoe Co. 


MILWAUKEE—Recent changes at the 
Milwaukee headquarters of the James 
Shoe Mfg. Co., Milwaukee, have resulted 
in H. E. McMahon assuming charge of 
the buying and manufacturing and plac- 
ing the selling in the hands of M. E. 
Kannally. Mr. McMahon was one time 
assistant manager of the Milwaukee 
branch of the United Shoe Machinery 
Co., and more lately was identified with 
the Weyenberg organization in the same 
city. 


ume buyers in his earlier efforts with 
other Milwaukee shoe manufacturers 
besides having operated the Kannally- 
Wick Shoe Co. at Highland, II. 

The realignment of the factory calls 
for the production of women’s style 
numbers by the “Littleway” process and 
making arch-support and sport shoes in 
the Goodyear welt department. 
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HESE shoes are attracting 

the attention of  staple- 
minded shoe men everywhere. 
With a support for both inner 
and outer longitudinal arches, 
and also a support at the meta- 
tarsal, they fill a needed place 
in the men’s shoe field. 
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777-DS—Blk. Evans Kid..........+--+++- 
666-DS—Blk. Rueping’s Cf..... sone 
10-DS—Blk. Cf. Barbour Stormwelt.. 

11-DS—Same as above, Long Counter..... 
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70—Bik. Evans Kid............-- 
870—Arch-Suppor’ Insole : 
90—Blk. Mellow Kaffor-Calf 


95—Tan Mellow Kaffor-Calf 





Terms 2% 20 da. 30 da.net 
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Mr. Kannally counts previous ex- | 
perience in supplying the needs of vol- | 






60—Bik. Evans Kid..........eeeeeeeees $4.50 
860—Arch-Support Insole . 4.85 
80—Blk. Mellow Kaffor-Calf 4.50 
85—Tan Mellow Kaffor-Calf .......+-+++ 4.60 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 
































RADE ONLY” 


GHE IGHEST GRAD ADE U.S.A. 


Gzehx 


87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


|i ieaaea tnt 


KUMFORT:- SHOE 


ocwevay by ne 
MFG. CO 
MASE 











| 











Sales Volume in 
St. Louis Market 
Holding Up Well 


St. Lourts—Business in the wholesale 
district continues to keep pace with the 
figures of a year ago insofar as sales 
are concerned. Orders from the sales- 
men in the territory equalled the vol- 
ume of a year ago and in some in- 
stances slightly bettered the figures. 
This situation is reported as generally 
optimistic in view of the fact that in 
many cases salesmen have been unable 
to cover their territories due to the im- 
passable conditions of the highways. 

The ice and snow has had its effect 
on orders; not that business generally 
has slowed up the volume, but much 
larger increases would have been the 
result. The general line houses shared 
only in a small way the business placed 
at the N. S. R. A. convention. The bulk 
of the orders went to the specialty 
houses, who have been running close to 
capacity in their cutting rooms. Size- 
able business was booked by practically 
all of the houses. The reports from 
several indicated that the orders placed 
at the 1930 convention were the largest 
ever garnered at any of the past con- 
ventions. 

Shipments in the general line houses 
have not been up to the figures of a 
year ago, according to the officials of 
some of the large houses. 

Credits are not reported as being 
generally good. There has been some 
slowing up in payments caused by lack 
of business on the part of merchants 
who have suffered because of the high- 
ways being blocked. This condition af- 
fected buying on the part of the con- 
sumer. 


Brockton Manufacturers 
Hold Annual Meeting 


BROCKTON, MAss.—All the old officers 
were re-elected at the annual meeting 
of the Brockton Shoe Manufacturers’ 
Association, held here on Jan. 22. One 
new office was created, that of auditor, 
and filled by the election of Walter E. 
Johnson, of the George E. Keith Com- 
pany. Officers re-elected include: 

Charles E. Moore, president; Herbert 
L. Tinkham and Frank S. Farnum, 
vice-presidents; A. L. McDonald, treas- 
urer; Frank M. Bump, secretary; and 
T. John Evans, assistant secretary. 
The re-elected directorate consists of 
William E. Doyle, C. Chester Eaton, 
Perley G. Flint, John S. Kent, Charles 
E. Lynch, Jr., John McElaney, Robert 
A. T. Nelson, Christopher O’Neill and 
Lars Peterson. 

In the evening of the same day the 
annual banquet was held, chief speaker 
being Creighton J. Hill of the Babson 
Statistical Bureau, who discussed busi- 
ness prospects for 1930 





Returns to Atlanta 


ATLANTA, Ga., (UTPS).—H. Fish 
has been transferred back to Atlanta 
after having spent seven weeks in St. 
Louis, and is now with the Baker Shoe 
store at 69 Whitehall Street. Mr. Fish 
was transferred from Atlanta to St. 





Louis before Christmas. 
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Retail Inventories Low 


in Cincinnati Stores 


CINCINNATI, OH10—Retail business in 
this section has not regained normalcy 
but January clearance sales have been 
very effective in cleaning up shoe 
stocks. Shoe sales for the month of De- 
cember, with the exception of those for 
evening slippers, were a little disap- 
pointing and the early sales caught vast 
numbers in need of footwear. 

Lots of new styles are being shown. 
Many of them are high-cut pumps with 
long vamps and graceful lines. More 
attention is being given to details, such 
as trimmings and linings. Trimmings, 
it seems, are going more to the lower 
part of the shoe, often times even with 
appliques on the heel to match those 
on the toe. 

Merchants apparently expect strap 
slippers to be in pretty good demand 
this spring as strap patterns are well 
represented among the newcomers. 
Last spring was one of the most profit- 
able seasons merchants have ever had 
on sport oxfords and they are pre- 
paring to offer something altogether 
new this time. Oxfords for sport and 
semi-sport wear may be had in various 
colors to match the costume as well as 
in color and leather combinations. 

Heels are narrower and higher. The 
graceful new frocks naturally call for 
higher heels although it does not ap- 
pear that the trend will go to extremes 
as it did two years ago. Ornaments 
are prevalent but optional, as most of 
the new styles can be worn with or 
without them. 

According to present predictions, 
black will be good in kid and reptile 
although patent is not expected to be 
very strong for the next few weeks. 





Tariff Situation Causes 
Concern 
[CONTINUED FROM PAGE 71] 


ing year—1929—it had increased to the 
astonishing total of 6,182,641. And of 
this great number of shoes that came 
in duty free in 1929, 5,500,000 pairs 
were women’s shoes, the field in which 
Brooklyn leads. 

“Great as the increases are, the 
Brooklyn manufacturer does not fear 
them, if he now could get some ade- 
quate protection. The disturbing fact 
is that tariff legislation is not enacted 
every year. Unless relief comes now, 
relief three or four years hence will 
come too late. 

“It is hopeless for the Brooklyn 
manufacturer who pays an average la- 
bor wage of $30 a week to try to com- 
pete with shoe manufacturers of Switz- 
erland and Czechoslovakia who pay an 
agg 4 wage of only $7. ‘It just can’t 

d 

“And think of the advertising value 
to the foreign manufacturer of the 
newspaper accounts stating that shoes 
and boots are to remain on the free 
list. Persons who have never given the 
matter of tariff on shoes a_ single 
thought in their entire lives will say: 
‘Ah, there is no tariff on shoes. I’m 
going to wear imported footwear!’ 
That’s a factor that can’t be over- 
looked.” 

Similar views are held by shoe manu- 
facturers in New England and other 
important shoe centers of the East. 
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Restful and Attractive 








A corner of the shoe department in the store of Hugh A. Marti Co., 
Long Beach, Cal. A simple treatment that achieves a pleasing effect 


without lavish expenditure. 








N. C. Evans to Direct Natural 
Bridge Sales 


NEW YORK— 
N. C. Evans, son 
of Charles W. 
Evans, former 
president of the 
mM. @ 7. A. is 
be sales and mer- 
chandise manager 
of the “Natural 
Bridge” arch shoe 
division of Crad- 
dock-Terry Com- 
pany. He is re- 
signing his position 

N. C. Evans as divisional mer- 

chandise manager 

of Gimbel Brothers, New York, to take 
this position. 

Before coming to New York, Mr. 
Evans bought all the shoes for the 
Wieboldt stores of Chicago for three 
years. Before that he was six years 
with Hanan & Son, managing the 
Pittsburgh store for five years. He 
served a year and a half in the Army 
during the war as Lieutenant in the 
Signal Corps. He was graduated from 
Washington and Lee University, Vir- 
ginia, with degree of LL.B. 

Mr. Evans will take over his new 
duties February 1, making his head- 
quarters in Lynchburg. He will bring 
to the sales organization a retailer’s 
point of view, and with several years 
of modern retail merchandising experi- 
ence, will shape the sales policy of the 
division to meet the present day mer- 
chandising needs of the retail shoe mer- 
chant. 





College Slipper Shops Open 
Ad Office 


BIRMINGHAM, ALA. (UTPS). — 
Offices for the advertising department 
of the College Slipper Shops, operators 
of a chain of stores over the South, 
with headquarters at Birmingham, have 
been opened at 216 Clark Building. 
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J. C. Fedler, Sr., Retires from 
Business 


LOUISVILLE, Ky.—Announcement was 
made in Louisville on Jan. 16 to the 
effect that J. C. Fedler, Sr., founder of 
the Boston Shoe Company of Louis- 
ville, largest retail shoe merchants in 
Kentucky, had arranged to retire from 
active connnection with the store man- 
agement, leaving J. C. Fedler, Jr., and 
other members of the organization to 
carry on the business, which was 
founded thirty-eight years ago. 

Mr. Fedler came to Louisville in 1892 
from Hurley, Wis., and formed the Bos- 
ton Shoe Company, locating in the old 
Masonic Temple Building. But eight 
employees were required to operate the 
business. In 1905, when fire destroyed 
the Temple, the business was moved to 
443 South Fourth Street. Eighteen 
years ago it was moved to 417-419 
South Fourth Street, and later the 
property was purchased by Mr. Fedler. 

In recent years some leased depart- 
ments were added on the upper floors, 
including ready-to-wear, millinery, etc., 
and a beauty parlor placed on the bal- 
cony. The main floor has a ladies’ de- 
partment, a men’s department, a ladies’ 
de luxe department and an orthopedic 
department; also a large hosiery de- 
partment, novelty department, findings 
department. In the basement are base- 
ment departments for all classes, and 
the shoe repair department, while chil- 
dren’s shoes are on the balcony. 

Today the Boston Shoe Company oc- 
cupies 26,000 square feet of floor space, 
employs 100 people, and does an enor- 
mous annual business. J. C. Fedler, 
Jr., has been with his father in the 
business since he left school, has served 
as president of the Louisville Retail 
Shoe Dealers’ Association, and has been 
active in the work of the National Shoe 
Retailers’ Association. 

A reorganization sale has been an- 
nounced by the company. 
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Boston—183 Essex Street 
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Dir. Ah Reed, 


THE JOHN EBBERTS SHOE CO., INC, 
IN Buffalo, N. Y. STOCK 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 


Light, Inexpensive and 
Practically Invisible 











THE SHOE FORM CO., Auburn, N. Y. 
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THE 
REYNOLDS COMPANY 


7 Eddy Street 
Providence, Rhode Island 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West 25th St., New York City 


High Grade Turn Mules and D’Orsays 








ALL LEATHER IMPORTED CZECHO SANDALS 
72 PAIR TO A CASE 





Sample Cases of Berta, 1s > -» ~—eedmeedl 
now for your inspection from New York. 


Irwin W. David, General Manager 
THE R. STERN CO., 303 Fourth Ave., New Yor» 





Me, 447 
$2.86 
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MEN’S FINE 
HAND TURNED 


SLIPPERS 


Manufactured 
by 


. W. 8. CHASE & SONS 
Haverhill, Mass. 






Prices from 
$2.15 to $8.50 











Bostep Office: Room 501, Statler Bldg. 





Miller Rubber 
Directors for 
Merger Plan 


Stockholders to Vote on 
Project to Unite with Goodrich 


AKRON, OHI0O—Purchase of.the Mil- 
ler Rubber Company by the B. F. Good- 
rich Company, both of Akron, for con- 
siderations approximating $10,000,000, 
was approved by the Miller board of 
directors last week. 

The executive committee of the Good- 
rich company offered to buy the Miller 
assets for 113,504 shares of Goodrich 
common stock and to assume the Miller 
liabilities, which were listed at $4,197,- 
471 for 1928. 

Since the common shares offered by 
Goodrich represent a sum of $4,823,920 
at today’s closing market quotation of 
$42.50 per share, the grand total of- 
fered for the Miller company is ap- 
proximately $10,000,000. 

The offer was accepted subject to 
necessary approval of Miller stock- 
holders at a meeting called for Feb. 
17. Such approval will require an af- 
firmative vote of two-thirds of each 
class of stock. 

The Goodrich offer is to take over 
the “Miller assets, including its good 
will as a going business and to assume 
the company’s liabilities except liabili- 
ties to stockholders as such.” 


Good Volume for Spring 


CINCINNATI—Buying of spring and 
summer shoes is proceeding in gratify- 
ing volume, according to Herbert L. 
Lape, Jr., who was appointed sales 
manager of the Julian & Kokenge 
Company about two months ago. 

Mr. Lape, while only being directly 
connected with the shoe business since 
his graduation from Ohio State in 1924, 
has lived in the atmosphere all his life. 
He obtained his first experience in shoe 
salesmanship from the Conrad Shoe 
Company, whose line he took out on the 
road immediately upon his graduation. 
During the fall season of 1925 he 
joined the Julian & Kokenge Company, 
taking over his father’s territory, con- 
sisting of the states of Kansas, Mis- 
souri and Oklahoma, and making sev- 
eral of the largest cities in the central 
West. 

Herbert L. Lape, although young in 
years, has shown himself to be a thor- 
ough shoe man, and his integrity and 
character have gained for him many 
friends. He has inherited all of the 
enthusiasm and love for his work from 
his father, H. N. Lape, president of the 
Julian & Kokenge Company. 


-New Manager for Wilson-Clark 


Store 


BIRMINGHAM, ALA., (UTPS).—Sam 
E. Willoughby, is the new manager of 
the Wilson-Clark Shoe Company’s store 
located at North Birmingham. 





Hide Price Differentials 
Announced 


New YorK—The adjustment com- 
mittee of the New York Hide Ex- 
change has announced price differen- 
tials between the basis grade and pre- 
mium and discount grades of hides 
which may be delivered against Ex- 
change contracts. The differentials, 
which were effective January 15 to 
prevail until further notice, are as fol- 
lows: 

Frigorifico Hides—Steers, 3.35 cents 
per pound premium; light steers, 1.10 
cents premium; cows, 2.65 cents pre- 
mium; and extreme light cows and 
steers, 1.65 cents premium. 

Packer Hides—Heavy native steers, 
2.70 cents per pound premium; extreme 
light native steers, 1.10 cents premium; 
heavy native cows, 0.55 cent discount; 
light native cows, basis grade; heavy 
butt branded steers, 2.20 cents premi- 
um; heavy Colorado steers, 1.10 cents 
premium; heavy Texas steers, 2.20 
cents premium; light Texas steers, 
0.55 cent premium; extreme light 
Texas steers and branded cows, 1.10 
cents discount. 

Packer Type Hides—Branded cows 
and steers, 1.65 cents per pound dis- 
count, native cows and steers, 0.30 
cents discount. 


The above differentials on frigorifico * 


hides are based on delivery ex dock 
including freight, insurance, weighing, 
bundling, taring and financing. 
Differentials on packer and packer 
type hides are based on hides taken 
off in the United States and Canada 
in the non-discount months of July, 
August and September, and on hides 
taken off in the non-discount months 
of December, January, and February 
in the case of Argentine frigorificos. 


Chicago Association Plans 
Monthly Meetings 


CHIcAGO—At a meeting of the newly 
elected directors of The Shoe and 
Leather Association of Chicago, held 
January 17, at the Bismarck Hotel, 
President Dudley Osborne submitted a 
program of trade meetings for the en- 
suing year, which received the hearty 
endorsement of his directors. 

Starting with Saturday noon, Jan- 
uary 25, at the Union League Club, 
Chicago, it is planned to hold a good 
fellowship gathering each month at one 
of Chicago’s many attractive club 
houses, where business men are wont 
to congregate for refreshment, exer- 
cise and play. 

Meetings of this character during 
January, February, March and April 
are to be followed by monthly gather- 
ings on golf courses in the Chicago 
area, which in turn will be succeeded 
during the late fall with a renewal 
of the winter and spring program at 
the club houses. 


Honored by Masons 


ATLANTA, GA. (UTPS).—R. W. 
Bowie, with the George Muse Clothing 
Company, was recently elected Wor- 
shipful Master of Malta Lodge No. 641, 
F. & A. M. 
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David B. Hughes Manager 


MiaMI, Fuia. (UTPS)—David B. 
Hughes is the newly appointed man- 
ager of the shoe department of Cromer- 
Cassel’s, one of the largest department 
stores of Miami. He was formerly 
connected with Fullam’s, Inc. of Mi- 
ami, coming to them from the Glad- 
ding Dry Goods Co. of Providence. As 
an experienced shoe man, he is pre- 
pared to make _ some interesting 
changes in the department. 

Just prior to Mr. Hughes’ arrival, 
the department had been newly dec- 
orated, and now offers a very pleas- 
ing appearance. A taupe colored rug 
on the floor, and walls of the same 
shade, make a good background for 
the extremely modernistic furniture. 


1930 Will Reward Advertisers 


[CONTINUED FROM PAGE 49] 


slight increase. 


In Cincinnati the shoe stores de- | 
creased in both daily and Sunday | 


papers, while the department stores 
substantially increased their lineage in 
both daily and Sunday issues. Here 
is a fact that should have especial sig- 
nificance to the shoe stores in that city 
as indicating their close intra-commod- 
ity competition. What perhaps is the 
most practical study that can be made 
is to find an answer to the question, 
“What percentage of total retail adver- 
tising should be done by the shoe stores 
to insure an increasing percentage of 
consumer expenditure?” 

Eight of the larger cities have been 
chosen simply to illustrate the type of 
comparison that can be made for any 
of the 80 largest cities in the country. 
It will be noted that the shoe store 
percentage of total retail advertising 
for this year ranges all the way from 
1% per cent in St. Louis to 3 per cent 
in Boston in the daily papers alone. 
In San Francisco the shoe stores do 
more than four times as much shoe ad- 
vertising as the department stores, 
while in St. Louis they exceed the de- 
partment stores lineage by over 40 per 
cent. 

Another important fact is whether 
the trend in shoe store advertising is 
in step with the general trend in re- 
tail advertising. 


In Boston while the total retail ad- | 


vertising increased 10 per cent in the 
daily papers, the shoe store advertising 
increased over 20 per cent. 

In Detroit total retail advertising in- 
creased 10 per cent and shoe store ad- 
vertising went up more than 27 per 
cent. 

On the other hand, in Cincinnati, 
while the total retail advertising in- 
creased, the shoe store lineage went 
down. 

In Los Angeles the total retail de- 
creased about 1% per cent, but the 
shoe store advertising was actually off 
26 per cent. 

Shoe merchants will interpret these 
figures in many ways. They should at 
least help in planning the right amount 
of newspaper advertising. A more de- 
tailed study of the competitive adver- 
tising that shoes must meet in other 
commodities will strongly impress upon 
shoe merchants the necessity of more 
newspaper advertising in a great many 
cities, if the commodity Shoe is to get 
its proper share of consumer expen- 








diture. 
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Ground Gripper Merchants 
in Convention’ 


Boston, Mass.— 
On Jan. 6, 7, 8, a 
convention of all 
exclusive  distrib- 
utors of Ground 
Gripper shoes was 
held at Hotel Stat- 
ler. Men from 
places as far dis- 
tant as El Paso, 
Tex.; Fort Worth, 
Tex.; Oklahoma 
City, Los Angeles, 
San Diego, Seattle, 


Charles B. Field 


Minot, N. D., were 
in attendance. In all, the convention 
consisted of fifty men. 

Charles B. Field conducted the meet- 
ing. A definite six months’ program 
was formulated for the merchandising 
of Ground Gripper shoes. The conven- 
tion was most satisfactory to all of the 
executives at the factory and to the 
distributors themselves. It is to be an 
annual event, the purpose being to af- 
ford distributors an opportunity to ex- 
change ideas and to talk with men who 
have problems of mutual interest. 


Fair Production Noted 
in Brockton Factories 


BROCKTON, Mass.—Production goes 
forward in fair volume, with reports 
from the Midwest and South of very 
good business on women’s orders. Some 
of the shops, however, still are working 
on seven-hour-day schedules. 

New modes in footwear as exhibited 
at the shoe style show in Boston by 
Brockton manufacturers gave some 
shoe men here considerable cause for 
satisfaction, for many of them are 
banking on a big year in men’s sports 
and they were pleased with the way 
most of their numbers were received. 
Designers were cautious in putting out 
anything too jazzy, and high praise 
given their line of harmony-in-color 
sports proved the wisdom of their 
planning. There were a few daring 
features with an appeal to the collegi- 
ate, and by and large it should be a 
big year in these lines in Brockton. 


Store Owners Talk Over Pro- 
motion Plans 


St. Lovis—J. O. Moore, head of the 
Concentration Division of the Brown 
Shoe Company, has just returned from 
two conventions held on the Pacific 
Coast of the Brown Store Plan oper- 
ators. The Seattle convention, held 
Jan. 12 and 13, was attended by fifty 
of the owners and operators of the 
Brown Plan stores. A two-day busi- 
ness meeting was held with D. A. Da- 
venny and J. E. Powell, field and sales 
representatives for the Brown Shoe 
Company. 

A similar convention was held in San 
Francisco, Jan. 6 and 7, where the Cali- 


fornia and Nevada group discussed :| 


merchandising, retail selling and adver- 
tising plans. 

R. R. Pew, who is the director of 
sales for this district, made all arrange- 
ments for the meeting. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





The Last Soe 

Word in 

Quality 

Slippers ee 
TUPPER SLIPPER CORP. 
200 Tillary St. Brooklyn, N. Y. 











Turned 
In STOCK 
All Colors of Kid 


The Daytime Slipper 


First quality upper stock, genuine 
leather counters, turn construction ; 
extra fine leather soles in natural 
finish, steel shank. Made over com- 
bination last by skilled Italian turn 
shoemakers. s an like 
dress shoe with boudoir comfort. 

to C widths 

ORDER A SAMPLE PAIR TODAY 


Sachs & Vigorith, Inc. 


Makers of Hand Turned Footwear 
1401 Central Parkway 
Cincinnati, Ohio 
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WHERE TO BUY 


Store Fixtures 
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BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FRED TRIAL 
THE BRANNOCK DEVICE 
321 S. Salina Street, Syracuse, N. Y. 











HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 


and STORE INSTALLATIONS 


Cc. L. GOODWIN & CO., In« 
Worcester, Mas 














New Shoe Firm Incorporated 


BARBERTON, OHIO (UTPS)—Bu- 
| chanan Parker & Thompson, Inc., is 
the name of a new concern chartered 
with a capital of 300 shares of no par 
| stock for the purpose of dealing in 
men’s, women’s and children’s shoes 
and hosiery. Incorporators are Frank 
Buchanan, Theodore Parker, and 
Thomas C. Thompson. 
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WHERE TO BUY 
Ballet Slippers 
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BALLET SLIPPERS—IN STOCK 


ef the unusual kind 
e1e2 eg Tura 


(, Child’s S to 11—$1.85 
Misses 1 to2— 1. 40 
Women's’ 
Also 
soe ARTS & HERDER, . 
off tg in Ballet and Comfort 
©. lith St., Philadelph ~ Pa. 











Sumith 
enc 
wacceve 
Rights and Lefts 
Twe Grades 
Wos. Miss. Chi. 
$1.60 $1.46 $1.40 
1.85 1.80 1.25 
Im Stock 
325 West Monroe 




















In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 








KX KENDALL ,se,yann, 
BALLET SLIPPERS 


IN STOCK 
Orders filled 














SEND FOR CIRCULAR DEPT. C. 
% KENDALL SHOE {COMPANY * 
—————— AVERHILL, ASS. 
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Adventures in Merchandising 


[CONTINUED FROM PAGE 41] 


beginning of the end of any shoe store. 

Neither are they curtailing sizes. 
They are inviting the hard-to-fit, the 
long, the short, the fat, the slim, to 
come in and be fitted perfectly in a 
variety of styles. 

With these things in mind, Charley 
hunted out their early orders for the 
previous season and listed them as on 
the chart at the bottom of the left-hand 
page. 

“It seems plain to me,” said Charley, 
“that in attempting to carry shoes from 
five to fifteen dollars, we are spreading 
our efforts over too much territory.” 

“But we have calls for all those 
prices,” his father answered. 

“And in trying to suit everybody in 
town we fail to please any one class of 
trade satisfactorily. There is no good 
reason why five-dollar trade should 
come in here at all when they can see 
ten times as many styles in the chain 
store on the corner. 

“And, really, those who want high- 
priced shoes can hardly be expected to 
become our regular customers when we 
have so few to show them. At the 
same time the money we have invested 
in high and low-priced stock prevents 
us from having enough sizes in the 
middle prices. 

“Now suppose that instead of having 
seventy styles as we bought them last 
season, we should buy only fifty styles 
all in one price range. Instead of an 
average of forty-eight or less to the 
style, we could then buy an average of 
sixty pairs on each shoe. The total 
would be three thousand pairs, just 
about the same number as we bought 
this season. But our fifty lines would 
cover the style range better. We could 
suit and fit so many more people that 
way—more sizes in fewer styles.” 

“But, Charley, it’s hard to see why 
you can say that fifty styles will cover 
the field better than seventy styles.” 

“Because the seventy styles ranged 
from $5 to $15. Therefore, at least 
half those styles were out of each in- 
dividual customer’s price range. Lots 
of styles but only a few for each cus- 
tomer, and not enough sizes in any. 

“That would simplify sizes, too. For 
instance, as it is now, we have probably 
eighty pairs of white satin pumps at 
three different prices, and the sizes are 
broken in all three shoes. If we had 
only one price range, we would have 
only one style but could keep a com- 
plete run of sizes with fewer pairs. 
Selling would be simplified also, for the 
price part of the argument would be 
settled before the customer comes in 
the door.” 

Thus did Bowman & Son solve the 
problem of “more sizes in fewer styles.” 
Price concentration did it. 

The day of the small general shoe 
store is past except in very small com- 
munities. But the small or medium- 
sized store can still be a success in a 
city if it does one thing, just one thing, 
in a thorough, complete way. 

Price concentration has many advan- 
tages. It reduces the number of sources 
of supply, making even a small store 
comparatively a “big buyer.” 

A single-price store can arrange its 
service, its expenses, its advertising 





and its whole atmosphere to fit in with 
the grade of merchandise handled. It 
may carry shoes at several prices, say 
from $6 to $8, and still enjoy all the 
advantages it would have if they were 
all exactly one price: The prices are 
so close to each other that they appeal 
to the same class of trade and there is 
no necessity of duplicating styles at 
those prices. They are still in one 
price range. 

Customers may have been born free 
and equal, but they do not long remain 
so. By maturity they have drifted into 
widely different classes, and _ these 
classes do not mix well. 

Price concentration invites just one 
class to come in and buy. It requests 
all other elasses to stay out. Those 
who come in feel at home. They enter 
with confidence, for they know they will 
not be embarrassed by being shown 
shoes at a higher price than they want 
to pay. Therein is the primary reason 
for the existence of the department 
stores’ basements. 

The single-price store will always 
have occasional calls for goods that 
fall outside its chosen sphere. The few 
“sales” of this kind that are missed 
will be more than evened up by the 
higher percentage of sales to customers 
whose wants fall within the price field. 
In its own field, the single-price store 
becomes tough competition for the big 
store. 

But the theory that “if a style’s 
worth buying at all, it’s worth sixty 
pairs,” is all wrong. Even the big 
stores buy small runs of risky shoes. 
If a style sells, sixty pairs is nothing; 
if it sticks, twenty-four pairs is a lot 
to get stuck with. 


Charles L. Marks Dies 


HAVERHILL, Mass. — Charles L. 
Marks, president of the Marks- 
Chandler Shoe Co., of this city and 
Amesbury, and formerly associated 
with the Emery & Marshall Shoe Co., 
died suddenly in his New York offices 
Jan. 21 from a heart attack. Mr. 
Marks was widely known throughout 
the shoe manufacturing trade of the 
East and Middle West. His associates 
with the shoe industry covered a period 
of 30 years, during which he gained 
wide reputation as a shoe executive 
and salesman. He is survived by his 
wife. His home was in New York City. 


Boston Man to Manage 
Haverhill Factory 


HAVERHILL, Mass.—Michael A. Mil- 
ler of I. Miller & Sons, Inc., which 
operates the Grenada factory in this 
city, announced this week the resig- 
nation of Edward M. Rickard as gen- 
eral manager of the local plant and the 
appointment to that position of Max 
Horn of Boston. This announcement 
was made from Haverhill. Mr. Michael 
and Mr. Charles Miller both having 


been at the Haverhill plant for several 


days. 
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Cincinnati Stores Cleaning Up 
Stocks 


CINCINNATI—Retail stocks are being 
rapidly cleaned up as January clear- 
ance sales progress. These sales in 
some instances will run up to within 
a week or two of Spring openings. Re- 
tailers are showing a few of the new 
ones but in most instances the bulk 
of Spring shipments will be later than 
usual in arriving. 

Merchants are confident that 1930 
will be a good “shoe-year” and opti- 
mism is expressed in manufacturing 
circles also. Conditions in some 
branches of the industry at the open- 
ing of the year were a little out of 
line with normal conditions, but it is 
prophesied that business for the year 
as a whole will be more stable than 
in 1929. 

The linen and kid combinations 
which retailérs are offering for south- 
ern wear are going over big. The 
linen part can be dyed to match the 
costume and as the larger stores oper- 
ate a department for this purpose, an 
extra profit is made. 

Colored sport shoes are making their 
debut. One large department is show- 
ing them in seven popular colors and 
since the rage is for the entire costume, 
for any occasion, to match, this can 


easily be done in sport or semi-sport 
dress. 


Magee’s Takes Over Campus 


LINCOLN, NEB. (UTPS) Magee’s 
store, one of Lincoln’s leading clothing 
stores and carrying a full line of men’s 
and women’s shoes and hosiery, has 
taken over the University of Nebraska 
campus store of Bennet & Flugstad, at 
1127 R Street, facing the University 
Campus, and will continue to operate 
it under the same policies. The store 
carries men’s shoes and clothing, cater- 
ing to student buyers. It is to be known 
as “Magee’s Campus Shop.” 

Frank Rowland, who has been con- 
nected with Magee’s for the past eight 
years, will be manager of the shop. 
Harry Shearer, a university student, 
will continue to work in the shop. 


Selby Superintendents Elect 


PORTSMOUTH, OHIO (UTPS)—James 
Frazier was named president of the 
Selby Superintendents and Foremen’s 
Association at the annual meeting Jan. 
13. He succeeds Cloice Freeman who 
was president during the past year. 
John Magnet is vice-president; Hazel 
Mills, secretary; Charles Hollenback, 
treasurer and Frank Flowers, sergeant- 
at-arms. 

A number of new members were in- 
itiated into the association and a 
chicken dinner was served. 

R. N. Donahoe, sales department ex- 
ecutive reported on styles as shown at 
the national show in St. Louis. He 
reported that prospects for 1930 are 
unusually bright. 
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Germany Adds 
New Duties on 
Imported Shoes 


WASHINGTON, D. C.—The German 
Reichstag has increased the customs 
duties on imported footwear. The 
new scale, which was to go into oper- 
ation on January 1, is:—Footwear 
weighing more than 600 grams to 1200 
grams per pair, R.M.280 per 100 kilos 
(hitherto R.M.120), and footwear 
weighing 600 grams per pair or less, 
R.M.420 per 100 kilos (hitherto 
R.M.180). On footwear weighing more 
than 1200 grams the former duty of 
R.M.85 per 100 kilos is unchanged. 

The putting into effect of one of the 
new duties is, however, subject to the 
consideration that Germany has a 
customs agreement with Austria un- 
der which footwear weighing 600 
grams or less cannot be burdened with 
a higher duty than R.M.180 per 100 
kilos. This agreement has not yet 
been cancelled and it is also applicable 
(on the basis of the most-favored na- 
tion clause) to all States with which 
Germany has concluded similar com- 
mercial treaties. These countries in- 
clude Belgium, France, Great Britain, 
Italy, Holland, Austria, Switzerland, 
Czecho-Slovakia and the United States. 
In the meantime, therefore, the duty 
of R.M.180 per 100 kilos remains in 
force in respect to footwear weighing 
600 grams or less, and will continue in 
force until the clause relating to foot- 
wear in the German-Austrian agree- 
ment has been cancelled. 

It is expected that the arrangement 
with Austria will be abolished in the 
course of a few weeks, and in that 
event the new duty of R.M.420 on im- 
ported footwear weighing 600 grams 
or less will apply to all countries to 
which Germany has granted most- 
favored nation treatment. The new 
tariff is chiefly aimed at Czecho- 
Slovakia, whose share in the total im- 
ports of leather footwear into Ger- 
many for the eleven months ended 
November last was 76 per cent and 
of the imports of light footwear 76.4 
per cent. 


Shoe Store Mortality 


BuFFALO, N. Y.—The University of 
Buffalo Bureau of Business and Social 
Research has issued a booklet entitled 
“Retail Trade Mortality,” in which is 
a chart showing the “Life Expectancy 
of Buffalo Hardware, Shoe and Gro- 
cery Stores Compared.” 

It is interesting to note that the 
greatest mortality each year was 
among grocers, with the shoe business 
second. In one year 55 per cent of the 
shoe stores remained; at the end of five 
years, 23 per cent, and at the end of 
eight years, only 17 per cent were still 
selling shoes. It was stated that the 
number of firms the final two years 
was so small as to make the figures in- 
conclusive. 

While 83 per cent of the shoe dealers 
were out of business in eight years, 39 
per cent of the drug dealers remained; 
21 per cent of the hardware dealers, 
and 8 per cent of the grocers. 
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DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 

In Al) Selling Colors 

$16.50 to $36.00 per doses 
Sempics on Request 

STAR vooywean ure. 


Heware and Norris Sts. 
Philadelphia 














To insure imme- 
diate delivery—we 
maintain a com- 
plete stock of fine 
spats to retail from 
$1.50 to $5.00. 

Send for price 

list. 

S. Rauh & Co. 
650 Sixth Ave. 
New York City 





SPARTON i] 


SPOTPRE SPATS: 


profits. BEFORE AFTER 
Rub the spot or stain with e damp cloth 
and presto!—a fresh spat. 
Twice as casy to sell as ordinary spate. 


CHAS. F. CLARK, Inc. 
403-1409 W. Congress St., CHICAGO 





Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York, N. ¥. 
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WHERE TO BUY 
Children’s Slippers 
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WHERE TO BUY 


Puttees 


-_<— a Oe Oe, as 








RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 
Always IN STOCE. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 


ing Co, 


Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 

















WHERE TO BUY 


Dancing Sandals 


—_ 











Popular Aesthete San- 
dal in Faun and 

Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 








Coast Representative: - 
MR. A. F. WINSLOW 
5205 El Rio Avenue, 

Eagle Rock, 
Los Angeles, California 
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Women’s Novelties 
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BIARRITZ SANDALS 
(ORIGINAL) 
FOR LARGE VOLUMB 
BUYERS 
Write Direct 
BIARRITZ SANDALS 
33 W. 27th ST... NEW YORK 


he ! 
BONDWAY 
























Produces footwear of remark- ~ 
able lightness, smartness anc 
flexibility. - 


bd SHOE COMPANY, 132 Duane St., New York 















effect on his business one way or an- 
other. He was inclired to believe that 
as they sold such cheap and shoddy 
shoes they merely attracted a class of 
trade that normally shopped in the 
cheap Washington Street section. Of 
course he may have got some trade 
from people who came to see what the 
Outlet people had, and while there had 
noticed his displays. On the whole he 
figured that his competition came from 
the store which sold in his price range 
and that proximity had little to do with 
it. He remembered Professor Brin- 
stead’s saying that if all stores of a 
kind could be close together they would 
all benefit, and he cited how the “five 
and ten” people liked to get next door 
to each other because they brought 
trade to each other. “This question of 
competition is beyond me. I hope Jack 
will have learned something about it in 
his business training at Harvard,” he 
thought as he began the day’s work. 

“Lilacs” gave Billy something else 
to think about when he gave him a 
new advertising circular of Morland’s. 
“It was left at the house last night, so 
I thought you'd like to see it,” he ex- 
plained. 

Morlard had put out an attractive 
circular. It was well illustrated and 
featured very attractive prices. Billy 
noticed how Morland was still hitting 
at him by featuring charge accounts. 
He had adopted the general sales ap- 
peal of “We are proud to extend credit 
courtesies to our friends in Fretton.” 
Morland also played up the fact that 
his store had been in business over 
forty years by saying: “Forty years 
fair dealing is your assurance of value. 
No fancy stunts or smart selling—just 
simple, old-fashioned honesty and a de- 
sire to serve you as faithfully as we 
did your parents.” 

Billy admitted that it was good ad- 
vertising, even though it was directed 
against him. During the past few 
weeks Morland had shown more en- 
ergy and vigor in going after busi- 
ness. He passed the circular to “Li- 
lacs” and said: 

“Morland seems to be doing a lot of 
this kind of thing lately, doesn’t he?” 

“Sure does, boss. He tells his trade 
that the newspaper won’t take his copy; 
talks about a plot to ruin him. He. .er 
. he seems to blame you for it. I know 
one or two fellows who have been there 
and they tell me he sure has his knife 
in you.” 

“He knows better than that. All I 
want is to be let alone to do my own 
business,” Billy said savagely. 

“I know that, boss. But I expect 
your pretty hot competition had cut 
into his business and that’s made him 
sore.” 

Billy stopped rivht in the midst of 
his work. Acks had said something that 
had never occurred to him. He was 
worrying about the competition he had 
to meet, but he had never thought of 
the effect of his competition on other 
shoe stores, Morland’s especially. 

A customer coming in at that mo- 
ment siopped further thought on the 
matter of competition. He was busy 
all morning, and would have forgotten 
the Chamber of Commerce luncheon if 
“Lilacs” had not reminded him of it. 
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Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 63] 


He found the talk on “Personality as 
a Business Asset” more interesting than 
he expected. That evening, as usual, 
he went over it with June, who also felt 
that, “there’s more in this personality 
‘racket that I thought,” as she expressed 
it. 

“Here’s the low-down on Personality,” 
Billy began as soon as June had fin- 
ished posting the books. They were 
sitting on two chairs near the front of 
the store, their favorite place, for they 
could talk quietly and look out on the 
street at the same time. 

“If you think that personality is 
something you are born with, like.. 
like.. blue eyes or a funny toe, you are 
all wet. Of course you are born with 
certain inherent qualities—if you know 
what they are—but you can make your 
personality what you like, or pretty 
nearly. Personality is the sum total 
of all your mental, moral and physical 
characteristics. And, now get this, 
wonderful, if you develop any charac- 
teristic you improve your personality at 
the same time.” 

“Sounds like saying you get better 
as you give up bad habits. It sounds 
like hooey to me,” June remarked em- 
phatically. 

“You don’t have to bother about the 
bad habits, at least that’s what the 
speaker said. He said that if you set 
to work to strengthen your positive 
traits, you automatically overcame the 
weaker one. For instance, if I wanted 
to overcome the habit of being er— 
unsettled, or changeable in my ideas let 
us say sg 

“Ah! now you arouse my keen inter- 
est, young man. Go on.” June cupped 
her hand on her chin and stared with 
amusement at Billy. 

“Aw, shut up, funny face,” he 
growled. Then with a grin he continued. 
“Well, the idea’s this. The way to cure 
being wobbly in thinking or flying off 
at the handle is not to bother about it, 
but to try to improve self control by 
thinking twice before speaking once, as 
the speaker said. He put it this way. 
He said you have two ears and only 
one mouth so use them in that propor- 
tion. As you develop self control you 
automatically overcome vacillation.” 

“Sounds pretty thin to me,” said the 
critical June. 

“How’s this then? He said to look 
on personality as a circle. Divide it 
into three parts which he calls the 
mental, moral and physical parts. Un- 
less all parts are equally developed you 
have an unbalanced personality. You 
cannot be a forceful attractive person 
unless you are physically fit and active, 
unless you know what you are talking 
about, and unless you think straight 
og clean and live a decent kind of 
ife.’ 

“Now you’ve talked and also said 
something,” June said. 

“We thank you for your wild enthusi- 
asm,” Billy rose and bowed with mock 
solemnity. “But listen to this. Busi- 
ness progress depends, so far as per- 
sonality is concerned, upon three 
things. First, making a faverable first 
impression. That depends on your gen- 
eral characteristics of neatness and 
general health. If you are dressed in 
good taste and keep yourself looking 
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well groomed, you convince the other 
fellow that you are orderly and syste- 
matic in your work. He may not rea- 
son it out, you understand, but that’s 
the impression he gathers. Then if 
you look healthy, he figures you are 
wholesome. Got the idea, gorgeous?” 
Billy asked seriously. 

“I got it the first time, Aristotle,” 
June held up three fingers.” Here it is 
in a few words. One, keep healthy and 
good natured and then people will like 
you right away.” June folded down 
one trim little finger. “Secor¢, get in- 
terested in the other fellow and he’ll 
get interested in you and like you.” 
June folded down a second finger. 
“And third, don’t get swanky, don’t 
bluff, and be decent.” 

_Billy took the now closed fist and 
kissed it. “You put it better than the 
speaker did, Wonderful.” 

“And I bet I could put a hot choco- 
late away better than the speaker 
could,” June looked pertly at Billy, and 
added. “Not that I’m hinting, you 
know.” 

The next morning Billy had two let- 
ters that pleased him. One was from 
Joel P. Grant saying that his firm 
would be very glad to have Jack Brin- 
stead visit the factory, and promised 
to let him do some work around the 
place for a month so that he could get 
a real idea of shoemaking. The other 
letter was from Jack Brinstead. He 
was “thrilled with the idea” he said, 
and was ready to go to Lynn at once. 

Before the week was over the ar- 
rangements were all made. Jack was 
not to begin working for Billy for a 
month, during which time he would be 
at the factory of the Printip Shoe 
Company. 

Billy would have been surprised if 
he could have seen a letter that his 
old boss Emery Parker received from 
Professor Brinstead. The part that 
would have interested Billy most was 
the following: 

“Jack showed me a letter he received 
from Rogers. I was quite pleased with 
it, for it showed that Rogers is think- 
ing. His idea that Jack should spend a 
little time in a factory is good, and of 
course I encouraged Jack to go. The 
two young men have, I believe, made 
all the necessary arrangements. 

“Coming to the point which you and 
I talked over the last time we met, I 
agree with you that Rogers is a good, 
clean young fellow and a hard worker. 
He lacks a knowledge of fundamentals 
and does not yet think things through. 
On the other hand he is very practical 
and has a good business imagination. 

“Jack, as I believe you will agree 
with me, has a mind that thinks in 
terms of principles; his training at the 
Harvard Business School has encour- 
aged that trend. I know that he has a 
clear conception of the principles of 
retailing. But he has not practical 
experience, nor has he that mental in- 
genuity of Rogers. Combined they 
make a good team. Rogers is practi- 
cal, but lacks ability, as yet, to think 
clearly on business economics. Jack 
can analyze, but does not know how to 
apply the results of his analysis in a 
practical way. 

“If we could somehow convey to the 
two young men that if Jack were to 
study the business situation and pre- 
sent the facts to Rogers, then Rogers 
could apply them in a practical way.” 

“T dislike to appear to question your 
judgment, old friend, but I believe it 
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best to let the two young men work 
out their own salvation. It would be 
fatal, in my judgment, to interfere; to 
do so would undermine their develop- 
ment. They will only gain strength 
and capacity by learning to rely on 
their own judgment. I could have 
helped Rogers on certain occasions, but 
I felt sure it was best for him to learn 
to rely on himself and make his deci- 
sions. 

*As a matter of fact, I won’t be sur- 
prised if that smart little girl, June 
Solent, figures out your plan for her- 
self. She is, in my judgment, the real 
thinking brains in the business at pres- 
ent, and I’m not sure she won’t be the 
guiding force in the future. She is a 
good practical bookkeeper, level headed 
and shrewd. An example of the better 
type of modern young woman. 
wouldn’t be surprised to find out later 
on that this idea of having Jack go to 
a shoe factory came from her.” 

Parker little realized how true his 
analysis was! 

The work of fixing up the store next 
door to Billy for the Warranty Shoe 
Company was rushed along at top 
speed. On the Thursday after Javk 
Brinstead had started his period of 
study in the Printip Shoe Co., the Fret- 
ton Courier carried a full page an- 
nouncement of the opening on the fol- 
lowing Saturday of the new quarters of 
the Warranty Shoe Co. Day and night 
work had gone on and by Friday after- 
noon the stock from their old location 
up the street was transferred to the 
new one next door to Billy. 

That young man felt worried at the 
big publicity that was being given to 
the popular Four-forty Warranty 
Shoe. He wondered what effect it 
would have on him. And as if that 
were not enough, Morland had another 
of his clever circulars distributed from 
house to house through most of Fret- 
ton. Again Morland emphasized charge 
accounts and the old established repu- 
tation of the store. 

Billy’s trade on that Saturday was 
very bad. His sales were off 25 ver 
cent. When the store closed on that 
depressing Saturday night Billy was 
almost panicky. June noticed it but said 
nothing. Truth to tell. she was wor- 
ried herself, for the big chain store 
competitor next door had been rushed 
with business all day. Mallory Hupp, 
the part time assistant, had made two 
trips past Moreland’s and both times re- 
ported that the store seemed busy. 

When the store was closed Billy 
looked at June and said _ seriously, 
“Looks as though we were up against 
some stiff competition. I’ll have to do 
some real hard thinking. Here are the 
people next door cutting into my trade 
with big advertising and doing a cash 
business, and Morland seems to have 
taken a new lease of life and to be 
going after my trade by giving credit. 
Looks as thovech I’m getting it coming 
and going.” He laughed nervously as 
he spoke. 

June rattled her pencil between her 
teeth, then said: “That’s right, big boy, 
but of course the Warranty people 
were bound to have a big day today, 
see how much they spent on advertis- 
ing. You will find that after the new- 
ness of their location wears off, that 
customers will come back to you.” 
She glanced shrewdly at Billy as she 
went on. “Especially, honey, when the 
peonle see how good a fighter you are.” 

“T’ll fight all right, gorgeous, but 
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WHERE TO BUY 
Children’s Shoes 


Baby Shoes! 
Soft Soles and 
Moccasins 
84.80 to $9.00 dos. 
All colors—all styles! 
Bend for Samples!! 
BOSTON BABY 


SHOE CO. 
Me. 1014-1016 Harrises 
Ave., Besten 




















Approved by Medical Men 


As a fully ventilated 7 
the Burkley Ven- 
tilated Foot Developer 
fs wunexcelled. Well 


























Factory, Danvers, 
Send for Catalog 














WHERE TO BUY 


Sport Footwear 


BASS MOCCASINS 


FOR MEN AND WOMEN 


+7 The Sports Footwear \ 
ry; that Comfort demands and 
% Fashion endorses 


G.H.Bass & Co. wiron ne: 


























I’m damned if I know how to go about 
it, and that’s the truth.” 

June again rattled her pencil be- 
tween her teeth. Then she said: “I 
don’t worry about you thinking up the 
answer, honey. The idea occurs to me 
that you could write to Jack Brinstead. 
Not about today’s business, I mean,” 
she added hastily as she saw Billy 
about to protest. “I suggest you write 
to him and tell him about all the stores 
in town. Say that you felt that it might 
help him to get some idea of the con- 
ditions in Fretton, and that if any- 
thing occurred to him to let you know.” 

“Well, it can’t do any harm,” Billy 
said dispiritedly. 

“In the meantime, let’s go home. 
We can’t do anything more tonight, 
can we, partner?” 

Billy looked at June with deep affec- 
tion. 

“That’s so, wonderful. Let’s go.’ 
He said no more, but he squeezed 
June’s hand so hard that it hurt. And 
she only smiled. 
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ELONGATED SLOT 
ACTION 


PERMITS SLIDIN 


SPLIT RIVET 
‘LOCKING SHANK 
TO INSOLE 
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THE Crawfotd Arch Supporting Shank is as necessary to the 
shoe as the keel is to a ship. The keel supports and gives firm- 
ness to the frame of a ship, so too the Crawford Shank sup- 

ports and strengthens the shoe. 


y The Crawford Arch Supporting Shank embodies the combi- 


nation of rigidity and flexibility. It is a resilient steel brace 
built into the shoe. A truss, riveted to the under side of the 
shank, keeps it in its original curved shape. One end of the 
shank is slotted and fitted around a split rivet, so that it will 
slide back and forth as the weight of the body is applied and 
removed from the foot, yielding just enough, under pressure, 
to accommodate the natural flattening of the arch. When the 
foot is raised, it springs back into its original position. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THIS MAY BE 
YOUR OPPORTUNITY 





0.424400 00000 





SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








S ALESMEN wanted , pan com pete, Bae 
of in-stock slippers and workshoes. o object 
SALESMAN WANTED—IMPORTED SHOES to ee a Fra nae o> car 

t treet, 
Large German factory is open to be represented for their lines of high grade Men's Welted — we N. ion = _ 


ranging at wholesale from $5.00 up, and Women’s Littleway Style shoes from wholesale price 


or All States. WANTED—Salesmen having established Shoe 
Exceptionally liberal commission paid. State references. Accounts to carry our well known, exten 
sively advertised, popular priced line of HAPY 
Address: Mechanische Schuhfabrik R. Dorndorf, Breslau (Germany). TOZ Juvenile First-step Turns, Stitch-steps and 
Stitch-downs in connection with non-conflicting 
line in States of Georgia, Tennessee, Nebraska, 
lowa, California, Washington, Oregon, Arkansas, 
Utah, Idaho, Dakotas and New York City. 
Highest rate of commission = Complete 
° STOCK Department maintained. are oppor- 
Very short line of IN-STOCK JUVENILE SHOES tunity to pay all traveling expenses. Write or 

wire |< eee W. C. Goodger, Inc., Roches- 
ter, N. Y. 


0462444 











242++b266+b600bb00b0b00000 


Salesmen wanted in all territories to carry these shoes as 
a side line. Seven per cent commission paid semi-monthly. 





S ALESMEN wanted who on oe “ng 
° accounts in Western ew ork, and the 
Address P. O. Box 909, Reading, Pa. State of Kansas, to sell our line of children’s 
shoes on commission basis. Can be carried as 
a side line. Will extend drawing account to 
one showing results.) HELMHOLZ SHOE 
MFG. COMPANY, Milwaukee, Wis. 


pevecee. 











S HOE salesmen wanted to cerry a line of 
S ALESM AN W AN spats and shoe ornaments as a sideline, 
TED those who have time to allow them to 7 a 
side line, answer only with , EO d an- 
‘ a i i : . Craw- 
In territory consisting of Alabama, Louisiana, and Mississippi. Territory is ad a tee tad os 
well developed as we have over two hundred of the better accounts now on bs : 
our books. Our line consists of Ladies’ Sport Oxfords; Misses’ and Children’s : 
Goodyear Welts and McKays, many of which are carried, “IN STOCK.” ALESMEN for North Central States—in- 
Only salesmen who have been calling on the larger and better class of trade stock line of McKay novelties that retail at 
successfully in this territory need apply. This is a wonderful opportunity $4.00 and $5.00. Commission paid weekly— 
for a producer. Commission basis. Past record will be thoroughly investi- references required. Address B-564, care of 
gated. Preliminary correspondence confidential. Give full details in first Boot and Shoe Recorder, 189 W. Madison St., 
saeer ger 4 past sales record, line now carrying, present territory, age, Chicago, Ill. 
nationality, etc. 





14444000600 








1930's GREATEST SLIPPER ACHIEVE- 

MENT—Commission salesmen, to carry our 
A. S. KREIDER SHOE Co. —_ a ee = me ey oy 4 
ered heel D’Orsay, to retail from $1.40 to $2.00, 
ANNVILLE, PA. in Fabrics, Satins and Kidskins. Case lot uses 
only. Ms ae 152 West 25th St., New York 
City, N. Y 














WANTED—Shoe salesman to carry about eight GEORGIA, Florida, Eastern and _ Central ANTED—Salesmen for New York State to 
welt shoes. as a_ side line on commission. Pennsylvania, New York, West Virginia, carry a fast selling line of women’s novelty 
Address Pike-Esten Shoe Co., Athol, Mass. Kentucky, Tennessee, Iowa, Nebraska, Kansas, $3 and $4 retailers as side line. Commission 
aeceesseieed =e . Missouri, Michigan, Wisconsin. Want sales- basis. Must hawe established trade. State 
ALESMEN with established territory to carry men to carry side line of Children’s Turns, references. Address B-610, care Boot and Shoe 

_ manufactured line of popular priced house Stitchdowns and Puritan Welts complete from Recorder, 239 West 39th St., New York, N. Y. 
slippers on a commission basis for California, Infants to Growing Girls. Straight commission. 
Louisiana, Michigan, Alabama, and _ Illinois. Best sellers in stock. Will engage only men 
Line now ready. Please give full details and now selling successfully. Name of main house 
references in first letter. _Freeman-Thompson (for reference) must accompany application 
Shoe Company, St. Paul, Minn. J. S. ZULICK & CO., ORWIGSBUR 








ALESMAN wanted for California. Must he 
residential man, with established trade among 
G. P department stores, chain stores and jobbers. 
» PA. High grade children’s stitchdown shoes, two 
sole and three sole. Drawing against commis- 
sion. Address B-614, care Boot and Shoe 
Recorder, 239 West 39th St., New York, N. Y. 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th Fo ene ge ee -—— 


mill towns in Northern New York. 
+ Ngee Be a aon acer the — of publication in order climate; beautiful store; clean stock of shoes; 


same ; : 
- well located. $6,500.00 stock doing business 
will be put over to the following week’s issue. of $24,000.00. Can be made to do $30,000.00 
or better. Reason for selling, leaving town. 
Must be sold in 30 days. Address B-599, care 
Boot and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


FOR SALE 








OTHERS OR SALE—Completely equipped shoe fac- 
7e per word. Minimum Charge $1.28 ad and paid for acc tory, adapted to make thirty ae of shoes 
ALL DISPLAY SPACE Payment in advance is daily on McKay or Littleway process, located 

words to ad inc, CM Allow 45 | copt_when regular, advertisers, as Thess interested apely So BO0G" cane Bose end 

an ose interested apply - care Boot an 
amounts are too small te open accounts. me ae 239 West 39th Street, New 
ork, N. Y. 
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FOR SALE 








POSITION WANTED 





WANTED TO PURCHASE 





$2500. cash buys men’s shoe store. $400 weekly 


sales—haven’t funds to enlarge stock. 1213 
N. Clark St., Chicago. 





Fee SALE—Shoe Store—Only exclusive one 
in growing North Georgia city of 12,000. 
Making money. Good lease. 


Cash business. 
Address B-618, care 


Exceptional opportunity. 


Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





Specialty Boot Shop — Ohio 


Opportunity for man interested 
in high grade specialty boot 
shop featuring exclusive line of 
nationally known shoes for ¢ 
both men and women. The foun- 
dation of this shop is built on 3 
both style and comfort and has $ 
operated profitably for several § 
years. Located in one of the 
best cities in Ohio, and one of 
the best locations in the city. 
Has card file of six thousand $ 
customers and very low rental 
rate. This store incorporated 
under the State Laws of Ohio. 
For very good reasons the en- 
tire stock of this company is 
offered for sale, or to a man 
who can prove his capability of 
taking full management of this 
business we might consider sell- 
ing one-half interest. For fur- 
ther particulars write fully. 


Address B-612 
Care Boot and Shoe Recorder 
239 West 39th Street ; 
New York, viet bh 3 


0000660644444. 


0444244406046 06 660064444 tt> ttt. 














Hig oH pte family shoe store—Long Island 
City. Long lease, cheap rental, established 
clientele. With or without stock. 100% loca- 
tion. Address B-615, care Boot and Shoe Re- 
corder, 239 West 39th St., New York, N. Y. 


BUYER, manager or assistant wishes to make 

connection with good reliable firm. Youn 
man (30) a progressive, capable buyer an 
merchandiser, thoroughly versed on modern 
retailing methods, ten years of successful ex- 
pessenee. Excellent references. Now employed 
»ut wish to make change. Address B-608, care 
Boot and " op ennoeee, 239 West 39th St., 
New York, 1 A 








LINE WANTED 








LINES WANTED 
Lines for Shoe Factory wanted. 
A factory representative, financially re- 
sponible, calling on the St. Louis shoe 
factories daily, desires lines of leather, 
fabrics, bindings, ribbons, laces, toe 
boxes and other accessories. Results 
assured. Communicate to B-613, care 
Boot and Shoe Recorder, 1627 
Locust St., St. Louis, Mo. 











AN. experienced young man, with a good 
following, wants a line of popular priced 
women’s or men’s shoes for Chicago. Address 
B-617, care Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 





RP moractuasss or Wholesalers—What 
have you to offer? Young man, age 28, 
present employed, desires change, would like to 
connect with growing manufacturer or whole- 
saler calling on New England trade. Can furnish 
best of references. Own acar. Address B-616, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 





SALESMAN with good following, New York, 
Westchester County, Hudson River Valley, 
desires line shoes or slippers. Address B-609, 
care Boot and Shoe ossecee, 239 West 39th 
St., New York, 





If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phone Spring 1448 














Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ané 
Bods. Unexpired leases taken ever. 
hone or write. 


POSTER @ DEUTSCH 


436 Grand 5St. New York Oity 
Dry Deek 0352 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or svrplus stocks, ask us for our bid. 
(Hetab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Uanal 6874 and Canal 6655 














BUSINESS OPPORTUNITY a 


YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 












MERCHANTS’ NEEDS 











FOR SALE—A family shoe store in a hustling 
manufacturing New Hampshire town. Carry- 
ing a medium and better grade of footwear. 
Best location in town on the main street. Rent 
and overhead low. A great chance for a hust- 
ling young man. A _ good established trade. 
d clean stock. Owner wishes to retire. 
Brokers or half price customers don’t answer. 
For full rticulars, address Box B-611, care 
Boot and Bh hoe Recorder, 80 Federal St., Boston, 
ass. 





POSITION WANTED 


SSISTANT SHOE BUYER. Young man, 

thirty-one years of age, single, college trained, 
desires a connection in the above capacity with 
a high grade department or chain store organiza- 
tion. His work has concerned itself with twelve 
years’ experience in the merchandising and sell- 
ing of exclusive ladies’ footwear for similar 
organizations. Recognition of ability is primary 
to remuneration. Address B-604, care Boot and 
sae Recorder, 239 West 39th Street, New York, 








WANTED— Position as buyer and manager of 
shoe store or department. Age 34. Have 
had 15 years’ experience handling high and 
medium grade shoes. Can supply best of refer- 
ence as to ability, honesty and character; further 
information by request. Available at once. 
Address B-620, care Boot and ws Recorder, 
239 West 39th St., New York, a 





ITUATION WANTED—The services of a 

man with the advantage of having been a 
successful traveling salesman, head of a whole- 
sale house and of a Seoeiures company are 
available at once. His knowledge of shoes, 
merchandising and of men would make him an 
ideal sales-manager. His knowledge of the 
New England market, in which he has a strong 
following, will prove invaluable to any firm wish- 
ing distribution in that section. Address B-619, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 
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Everythin for Your Windows 
uturistic Displays and 
| 
Artificial Flowers, Window Fixtures, 
Paintings, Settings, = Velour Papers, Paper 

Borders, Decorative Papers, 

Puffing, Folls, Filtters, Valences, Draping Ma- 

jal, Grass Mats. Send for Fancy Paper Book- 
ict. Price Tickets. 

DAVE’S DISPLAY DECORATIONS 

118 West Broadway, New York 














BEADED BUCKLES 
With Practical, Patented Clasp 





No. 1 1581—75c ~a Pair 


Sample Assortment for Your Approval 
Cheerfully Submitted 


The National Buckle Co. 


Specialists in Shoe Ornamentation for 
the Retail Store 


640 BROADWAY, NEW YORK 
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MERCHANTS’ NEEDS 













$39.50 
For Complete Set 





Consisting of 1 

18”, 2 tables 12” 

and 12 shoe stands 13- 
18 and 24, assorted. 


Solid American Walnut. 
Weighted Bases — Metal 
Connections. 









THE HECHT FIXTURE CO. 


EW YORK | 233 South Wells St. 


SHOW ROOM 
laste WEST 38th ST. CHICAGO 














Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


ly. 
They last a lifetime 
and 


Are made in on style, 
sha or size at any 
of m. - BR, 


Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 


































Practical Slippers 


Greeley Boudoirs are prac- 
tical, every day slippers for 
household wear. With 
leather or rubber heel. 








Recently Completed and the Outstanding Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway, New York City 
TIMES SQUARE’S FINEST HOTEL 


Large single rooms 11.6x20 with bath.$4.00 per day 
For two.85.00...twin beds.$6.00 





Black or colored kid in 
stock for prompt deliv- 
If your jobber can- 
supply you—write 


ery. 
not 
us. 


STOCK 


36 Pair Cases 


A. W. GREELEY 


and theatres. 











xk 


ey 


Large double room, twin beds, bath. 


Within convenient walking distance to important business centers 
Ideal transit facilities. 450 rooms, 450 baths 
. Every room an outside room—with two large windows 

- «+ Furnished or unfurnished suites with serving pantriecs. 
$95 to $150 per month . 
featuring a peerless cuisine. 


Illustrated booklet free on request 


-86.00 per day 
Special weekly rates 


- Moderately priced restaurant 


CURTIS A. HALE, Mgr. Dir. 

















a 12 Duncan St. - - Haverhill, Mass. 





MERCHANTS’ NEEDS 











Window Decoration 
and maker of 
Artistic Price Tickets 
Iatest in Imported snd Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 

1908 New York 








, VINDOW 
DISPLAY a 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


wWeeN 
LABELS 


DISTINCTIVE 
PERMANENT MARK 


ans ake, 


F.H.KLUGE 
WEAVING CO. 


33-29W 347HST. NY.C 


ne WISCONSIN 8130 


Production Picks Up in 
Cincinnati Factories 


CINCINNATI, OHIO — Production at 
local shoe factories was slowed up con- 
siderably during the first half of Jan- 
uary, but since the style shows have 
been held, and light has been thrown 
on the subject of styles and materials, 
production has come back almost to 
normal again. 

Factories in this section, with a suffi- 
cient amount of cutting on hand to keep 
them running at capacity are in the 
minority, as most of them are running 
from 50 per cent to 75 per cent. A few 
of the houses making corrective types 
to retail at less than $6 are sold up 
pretty well in advance. 

A large part of the business that has 
come in from the trade during the last 
four or five weeks has been few-pair 
orders and the bulk of this business, 
of course, has been going to wholesalers 
and to the in-stock departments of 
manufacturers. 





MERCHANTS’ NEEDS 


Pompom. AND ORNAMENTS FOR 
T SOLE SLIPPERS 
The pot merchandise at the aoe price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 

















ESTABLISHED 1890 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


263-271 LEXINCTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MICS 


Ed Zohrlaut Dies Suddenly 


CuHIcaco—While attending a Chi- 
cago theater Jan. 15 death came sud- 
denly to Edward Zohrlaut, 70, of the 
Milwaukee leather trade. 

The Herman Zohrlaut Leather Co., 
which Mr. Zohrlaut conducted for many 
years, was a prominent producer of oil 
grain, wax calf, harness and collar 
leather when those products were lead- 
ing lines in the tannery field. 


Empire Shoe Corp. Leases 
on 14th Street 


NEw YorK—The Empire Shoe Cor- 
poration has leased the building at 54 
West Fourteenth Street, for a term of 
forty-three years, at an aggregate 
rental of $1,250,000. This will make 
the fifteenth store in the Empire chain, 
and the fifth in Manhattan. The stores 
specialize on women’s footwear at $4. 





MERCHANTS’ NEEDS 





Many shoe merchants 
have helped to increase 
their sales and‘ profits 
with this smart, com- 
fortable chair. It is one 
of many styles made by 
HEYWOOD-WAKEFIELD 

Baltimore _Los Angeles 
Boston New York 
Buffalo Philadelphia 


Chicago Portland, Ore. 
San Francisco 
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Business 


CONNECTICUT—Putnam—Milot & Williams; 
boots, shoes, etc.; partnership dissolved; suc- 
ceeded by Omer J. Milot. 

ILLINOIS—Chicago—Fashion Booterie (Bayer 
& Sholder, props.) (2723 Milwaukee Ave.); 
partnership dissolved; succeeded by D. Bayer. 

INDIANA—Evansville—Frank Weil, Jr., Co.; 
boots, shoes, etc.; reported selling or sold out. 

IOW A—Maquoketa—Clifford B. Young; boots 
and shoes; succeeded by Sagers Shoe Co. 

MASSACHUSETTS—Boston — Rosin, Ludwig 
& Wasserman, Inc.; boots and shoes; name 
changed to Roxbury Bootery, Inc. 

Chelsea—Kashian Shoe Co., Inc.; shoe manu- 
facturers ; filed s. 000 issue of preferred stock. 

Levins Shoe Co.; shoe manufacturers; inc. 
authorized eed $50,000. 

Lowell—I. H. Morse Shoe Stores, Inc.; boots 
and shoes; recently incorporated. 

Lynn—Washington Shoe Co.; shoe manufac- 
turers; reported liquidating. 

Salem—Sycle Shoe Co., Inc. (20 Goodhue St.) ; 
shoe manufacturers; inc. authorized capital 
350,000. 

NEW JERSEY—Passaic—Royal Shoe Co., Inc. 
(110 Market St.); boots, shoes, etc.; inc. au- 
thorized capital $10,000. 


& UsSINESS 
Bo AROMETER 









Changes 


NEW YORK—Binghamton—Binghamton Shoe 
& Rubber Co.; wholesalers; reported liquidating. 

Brockport—L. G. Gordon; boots and shoes; 
reported succeeded by Fred Ward. 

Brooklyn—S. Lieberman & Sons, Inc.; boots 
and shoes; inc. authorized capital $150,000. 

Long Island City—Philipson-Lockwood, Inc. ; 
shoe manufacturers; reported liquidating. 

New York City—Asher Shoe Co.; jobbers of 
shoes and rubbers; inc. authorized capital 
$100,000. 

Andrew Alexander, Inc.; boots and shoes; in- 
corporated. 

S & K Shoe Stores, Inc.; boots and shoes; 
inc. authorized capital $50,000. 


Silinsky & Kaplan; boots, shoes, etc.; sold or 
closed out business. 

OHIO — Barberton —- Buchanan, Parker & 
Thompson, Inc.; boots, shoes, etc.; incorporated. 


Cleveland—Harvard Square Shoe Co. (8520 
Broadway); boots and shoes; inc. authorized 
capital $5,000. 

Wadsworth—Gensemer Bros.; shoes, etc.; re- 
cently incorpora 

WEST VIRGINIA—Pax—T. C. Rutherford 
Co. (T. C. Rutherford, prop.) ; boots, shoes, etc. ; 
reported sold or closed out business. 

WISCONSIN — Milwaukee — Smartstyle, Inc. ; 
boots, shoes, etc.; recently incorporated. 








Failures, Embarrassments, Eic. 


CALIFORNIA—Eureka—Will N. Speegle (3rd 
and F Sts.); boots, shoes, clothing, etc.; re 
ported assigned. 

Long Beach—Service Shoe Store (David 
Solomon) (210 E. Broadway); boots and shoes; 
reported petition in bankruptcy. 

COLORADO — Denver — Hugo Rothenburg 
(Ripley Dept. Store) (756 Santa Fe Drive); 
shoes, etc.; reported assigned. 

CONNECTICUT—Waterbury — Jacob Rosen- 
berg (Harvey Shoe Store) (113 S. Main St.); 
boots and shoes; reported petition in bank- 
fuptcy; reported receiver appointed. 


FLORIDA—Haines City—Sam H. Siegel; 
boots and shoes; reported petition in bank- 
ruptcy. 

ILLINOIS—Cairo—Kaufman Bros. Drygoods 


Co.; boots, shoes, etc.; reported petition in 
‘bankruptcy; reported receiver appointed. 

. Centralia—Max S.. Rosenberg; boots and 
shoes; reported called meeeting of creditors and 
asking general extension. 

Champaign—N. J. Balbach; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Chicago—Abraham Holland (4955 Broadway) ; 
shoes, etc.; reported petition in bankruptcy; 
reported receiver appointed. 

INDIANA—Vincennes (and Flora)—J. & L. 
Cibull (Cibull Bros.); shoes, etc.; reported re- 
ceiver appointed. 

LOUISIANA—Shreveport —- Herman’s; boots, 
shoes, etc.; reported offering to compromise 


at 30%. 

MARYLAND—Baltimore—Joseph Steinberg 
(325 N. Gay St.); boots, shoes, etc.; reported 
tfeceiver appointed. 

Walderman Bros. (4 Harrison St.) ; boots and 
shoes ; reported petition in bankruptcy; reported 
receiver appointed. 

Frederick—Morris Gold (The Hub); boots, 
shoes, etc.; reported petition in bankruptcy. 

MASSACHUSETTS—Lynn—Litvack Shoe Co. 
(192 Broad St.); shoe manufacturers; reported 
offering to compromise at 20%. 

MICHIGAN—Dearborn—Joseph Snider; boots, 
shoes, etc.; reported petition in bankruptcy. 

Detroit—Fellman Shoe Co., Inc. (9116 Grand 
Rtiver Ave.) (5426 Woodward Ave.); boots and 
=. reported called meeting of creditors for 

an. 27. 

Gell’s Army Store (5671 W. Fort St.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Joseph Hendricks (J. Hendricks & Son) (3054 
Baker St.); boots and shoes; reported petition 


in bankruptcy. 

Jackson—Rosner’s, Inc.; shoes, etc.; reported 
petition in bankruptcy. 

ee & Walters, Inc.; boots, shoes, 
etc.; reported petition in bankruptcy. 

Scottville William E. Robarge; shoes, ete. ; 
reported assigned. 
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NEW HAMPSHIRE—Laconia—William R. 
Sydeman; boots and shoes; reported called 
meeting of creditors for Jan. 23. 

NEW JERSEY—Camden—Ethel Wexler (Mrs. 
Louis) ; boots, shoes, etc.; reported assigned. 

NEW YORK—Brooklyn—Cathedral Shoe Shop, 
Inc. (1053 Nostrand Ave.); boots and shoes; 
reported assigned. 

Kingston—lIsadore Shattan; boots, shoes, etc. ; 
reported receiver appointed. 

New York City—William Anker (W. A. Shoe 
Co.) (94 Reade St.); boots and shoes; reported 
petition in bankruptcy. 

Solvay—Ida Sobey (Mrs.) (1405 Milton Ave.) ; 
boots, shoes, etc.; loss by fire; reported offering 
to compromise at 10%. 

NORTH CAROLINA—Beaufort—Duncan & 
Willis; boots, shoes, etc.; reported assigned. 

OHIO—Dayton—Frank Cohen (1123 W. Third 
St.) ; boots and shoes; reported assigned. 

Salem (also Leetonia)—Morris Ferris; boots 
and shoes; reported petition in bankruptcy. 

PENNSYLVANIA — Bangor — Harry Cohen 
(“Star Clothing Co.”); shoes, etc.; reported 
petition in bankruptcy; reported receiver ap- 
pointed. 

Bryn Mawr—Abraham I. Harrison; boots, 
shoes, etc.; reported offering to compromise 
at 25%. 

Jeanette—Louis Parish (‘Parish Shoe House’’) 
(“Shoe Market”); boots and shoes; reported 
petition in bankruptcy. 

Mount Pleasant—Morris Gordon; boots and 
shoes; reported petition in bankruptcy. 

Philadelphia—Samuel Berger (Berger Shop) 
(1528 Market St.); boots, shoes, etc.; reported 
petition in bankruptcy. 

Nathaniel Dickman (‘“Dick’s Union Label 
Shop”) (249 N. 8th St.); boots, shoes, etc.; 
reported petition in bankruptcy. 

Jack Nahan; boots and shoes; reported peti- 
tion in bankruptcy; reported receiver appointed. 

Pittston (also Plymouth)—Irving Greenberg 
(Irving Stores Co.); boots and shoes; reported 
petition in bankruptcy. 

Scranton—Furman & Goldean; boots, shoes, 
etc.; reported offering to compromise at 20%. 

Washington—Jacob Wilner; boots, shoes, etc. ; 
reported petition in bankruptcy. 

SOUTH CAROLINA—Anderson—Yoder Shoe 
Co.; boots and shoes; reported offering to com- 
promise at 33%%. 

Spartanburg—Joseph Miller (““The Fashion”’) ; 
boots, shoes, clothing, etc.; reported petition in 
bankruptcy. 

TENNESSEE — Johnson City — Powers-Ruth 
Co.; shoes, etc.; reported assigned. 

Nashville—Abe Cohen (Lerman Shoe Co.) 
(Public Square) ; boots and shoes; reported peti- 
tion in bankruptcy. 

Sweetwater—Ann Earle Shop; shoes, etc.; re- 
ported receiver appointed. 
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shoes, 


TEXAS—tTrent—John Bidford Winn; 
etc.; reported petition in bankruptcy. 
WEST VIRGINIA—Morgantown (also Fair- 


shoes, etc.; re- 


mont)—Manilla Bros.; boots, 
also offering to 


ported Petition in bankruptcy ; 
compromise at 30%. 
Point Pleasant—Robert Harris; shoes, etc.; 
reported assigned. 
WISCONSIN — Milwaukee 
berg, Inc.; boots and shoes; 
to compromise at 30%. 


Crotty-Witten- 
reported offering 








New Shoe Dealers 


New York, N. Y.—Step-Rite Shoe Co., Inc. 

Fort Wayne, Ind.—W. A. Fuhrmann Co., Inc. 

Knoxville, Tenn.—General Shoe Stores of 
Knoxville, Inc. 

een City, Tenn.—Cinderella Slipper Shop, 
In 

Oklahoma City, Okla.—Renners, Inc. 

New York, N. Y. —Andrew Alexander, Inc. 

Littleton, Colo.— C. W. Woodford. 

Lowell, Bisbee, Ariz.—Joe Dickstein. 

Baltimore, Md.—N. Hess’ Sons, 8 E. Balti- 
more St. 

Astoria, N. Y.—Bargain Spot Dept. Store, 
470 Broadway. 

Alexandria, Ind.—The Underselling Store, 117 
W. Washington St. 

Rushville, Ind.—Mose & Gerald Greensburg. 

Elliott, lowa—George Selby. 

Bethlehem, Pa.—Buddy Botti Step Shoe Co. 

Evansville, Ind.—Haas, Inc. 

New Tazewell, Tenn.—New Tazewell Depart- 
ment Store. 

Shenandoah, Ilowa—People’s Department Store. 

Stillwell, Okla.—Howard Norton & Bro. 

Cleghorn, Ilowa—Beck Brothers. 

Nogales, Ariz.—The Brackers Stores. 

Hickory, 8. C.—Hickory Shoe Lace Mfg. Co. 

Hendersonville, N. C.—Lazarus & Co. 

Rural Hall, N. C.—E. L. Kiser & Co. 

St. Louis, Mo.—Murray Shoe Co., Inc., 1327 
Washington Ave. 

Passaic, N. J.—Royal Shoe Co., Inc., 110 
Market St. 

Woolrich, Pa.—Woolrich Store Co. 

Erie, Pa.—P. A. Meyer & Sons. 

Philadelphia, Pa.—Eagle Shoe Co., Inc. 

Ranson, W. Va.—M. M. Jenkins & Son (soon). 

South Boston, Va.—J. R. Farrell. 

Nashville, Tenn.—Nelly Harwell & Co. (adds 
shoes). 

Brooklyn, N. ¥Y.—Renown Shoe Corp. 

Brooklyn, N. Y.—Berlad Slipper Co., Inc. 

New York, N. Y.—Ideal Shoes for Men, Inc. 

Greensboro, N. C.—Geo. A. Bryant Shoe Co., 
Inc. 
Gainesville, Fla.—A. Berlein, Inc. 

Mitchell, Ind.—A. C. Colker. 

DeFuniak Springs, Fla.—W. R. Lathinghouse. 
Maysville, Ky.—United Department Store. 
ew Yo - Y¥.—Asher Shoe Co., Inc. 

Clover, 8. C.—Clover Mercantile Co. 

Fairview, 8. D.—Morris Wissott. 

DeKalb, I1l.—Wm. Gordon, State & Maple Sts. 

Moline, Ill.—F. L. Nordgren, 2035 15th St. 

Borger, Tex.—Ben Gertz. 

Etowah, Tenn.—Will McConnell (soon). 

Many, La.—Joe Mahfouz, McNeely Bldg. 

Tabor, Ill.—John Fox. 

Buena Vista, Ga.—H. D. Hansford. 

Santa Ana, Cal.—Ritzi Shoe Store, 211 W 
4th St. 

St. Louis, Mo.—St. Louis Novelty Shoe Co., 
1328 Washington Ave. 

St. Louis, Mo.—Shu-Styles, Inc., 1514 Wash- 
ington Ave. 

Pittsburgh, 
Stores, Inc., 

Easton, Pa.—A. 
ton & Bank Sts. 

Greenville, N. C.—Griffin Shoe Co., Inc. 

Kalamazoo, Mich.—Chas. A. Reed, 630 Locust 


Shoe Dept., 





Pa. — Kauffmann’s Department 
Smithfield & Diamond Sts. 
S. Beck Shoe Co., Northamp- 


St. 
Detroit, Mich.—The Fields Co. 
Inc., 1247 Woodward Ave. 
Ishpeming, Mich.—Rosberg Mercantile Co. 
San Francisco, Cal.—Karl’s Kustom Made 
Shoe Co., 2310 Mission. 
Hoquiam, Wash.—Rottle Bros. 
eens Wash.—J. Harshbarger, 416 W. Lewis 


Oroville, Wash.—J. I. Perkins. 
Snohomish, Wash.—Anthony Nicolich. 
Burns, Ore.—Burns Mercantile Co. 
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Next Week 


you will find 
in the 


Boot and Shoe 
Recorder 


HERE once was a time when we 

all read a column by a certain 
“Beau Splash” that told all about 
what the better dressed men were 
wearing. Now (as then) no “he-man” 
is interested in dude stuff. He wants 
to know what is being worn by the 
millions of regular fellows just like 
himself. Also where, when, why and 
how. So let’s step into this men’s 
shoe business for spring and summer 
with a million-pair look instead of one- 
twelfth of a dozen assorted sizes. The 
story that is the centerpiece of our 
February 8th issue may give you a 
twinkle in the eye because of what it 
says about the Beau Brummels of the 
Coral Strand and the merry lads of 
Manhattan—many of whom are suffer- 
ing financial rheumatism. This issue 
indicates the fancy bets on which to 
place your money. 
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EWS on the dark brown leathers 

for golf shoes; plain white bucks 
for summer shoes; the fancy trims for 
extra shoes—plus news on the kind of 
clothes men will wear in spring and 
summer—give every merchant a key to 
the shoes to buy for the season ahead. 
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PROTECTED Sum 
AGAINST WET SIDEWALKS @aame 
INVISIBLE MIDDLESOLE 


in your shoe bottoms will pre- 
vent moisture penetrating to the © 
inner sole and protect the wearer 
against cold and dampness. 


Longer — more even wear plus much greater comfort are some of the other 
reasons for the ever increasing preference for this new scientific bottom filler— 
INVISIBLE MIDDLESOLE. 


BECKWITH MANUFACTURING CO. 


Largest manufacturers of Box Toes in the World 


STATLER BLDG., BOSTON 
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WELCOME 


The Hall-Mark 
of First Quality 
stamped on every 
pair of Mojuds. 


OU 


FULL FASHIONED 


STK SJOCAKINGS 


It may be a mere coincidence that one of the first customers of this 
organization—a retailer who has been selling MOJUD for eleven 
years—should be one of the first visitors to our new sales offices. 
His comment is both inspiring and promising . . . He said: 


“It is the inevitable result of hearty cooperation with your 
customers—the reward of square and friendly dealings. It is 
a symbol of future progress, too, for this new display room 
will help you render even greater service because of its con- 
venience to buyers. It is truly an inspiring example of 
MOJUD service to the retailer.” 


And to his comment we add nothing, for it interprets both cause and 
purpose for this new show room, located in the heart of the fashion 
center, on Fifth Avenue at 36th Street, convenient to railroad termi- 
nals and hotels. 


MOCK, JUDSON, VOEHRINGER CO., Inc. 


385 FIFTH AVE., NEW YORK 


General Office and Shipping Dept.: Pierce a nd Eighth Avenues, Long Island City, N. Y. 
Factories: GREENSBORO, N. C., PHILADELPHIA, PA., LONG ISLAND CITY, N. Y. 


HosigRY AND ACCESSORIES 
SECTION 














AN ALL >& SHOWING OF 





-* year in the history of Society Maid has 


witnessed important advances in the better- 
ment of silk hosiery. Many of these improvements 
have had their beginning in the Society Maid line. 
This applies not alone to the refinement of quality 
and the enrichment of value, but most conspicu- 
ously to the creation of new style features. Not 
a season passes without its Society Maid style 
achievement, with the result that the Society Maid 


line today, is an all star showing of hosiery hits. 


You can review the complete 
Society Maid line by requesting 
a copy of our “Slips of Fashion”. 
At the same time, specify the 
new Society Maid Spring Color 
Card. Asymphony in smart tones. 


*& WATCH THIS 
SPACE IN 
MARCH ... 


Society Maio 
HosieRY COMPANY, Inc. 
354 Fourth Avenue, New York 


MILLS AT WILLOW GROVE, PA. 


++ + +H + HF 


SILK HOSIERY 





HOSIERY HITS ! ! 





The Society Maid Fashion Line Up 
Includes the Following Style Hits: 


FULL FASHIONED STYLES 
348—Fine Chiffon 3 thread 48 gauge 
Cradle Foot. 

400—7 thread Silk Medium Service 
Weight Narrow Lisle Welt. 
540—Picot Edge All Silk Chiffon 45 

gauge. Solid Silk French Heel. 
150 — Step Twin Heel. All Silk Chiffon. 
250—Same as above with Black Step 
Twin Heel. 
324—Parisian Lace Design Sheer Silk 
throughout. 
220—All Silk Chiffon to Top. Lisle Foot. 
210—All Silk Chiffon Top to Toe. 42 
gauge. 


SPIRAL KNIT STYLES 


* 950—Butterfly Heel in Black Silk to Top. 


Chiffon, 300 needle. 


* 800—Clock Style, Silk to Top Chiffon, 


Narrow French Heel. 300 needle. 
900—Black Clock Silk to the Top, Sheer, 
Narrow Black French Heel. 300 
needle. 
500—Black French Heel. Silk to the Top. 
Chiffon. 300 needle. 
600—Step Twin Heel. Silk to the Top. 
Chiffon. 
700—Same as above with Black Heel. 
00—Bare Lims—No Seams, 100% Silk 
throughout. Chiffon. 
1000—Same with cotton lined welt. 


You can see them all beauti- 
fully illustrated and described 
in our new Spring edition of 
the Slips of Fashion. Write, wire 
or phone for your copy today. 


NOTICE 


New Stock Rooms in 


Dallas, Texas — Santa Fe Bidg. 
Omaha, Neb.—1014 Farnum St. 


To take care of the rapidly in- 
creased popularity for Society 
Maid in these territories. 
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In this Issue you will read 


SOUTHERN FLASHES 


The New Mode as Seen at Winter Resorts 


MOOD OF THE MODE 


New Things as Sketched in the Market 


MAKING HOSE PAY A PROFIT . By John H. Schrader 106 


Successful Merchandising Methods Told by an Expert 


“GUILDMODE” IS NEW HOSE MARKET NAME 


New Developments in Seamless Campaign 


THE COLOR TREND 


Best Selling Shades Among Leading Makers 


MINUS FASHION POINTS 


A New Idea in Full-Fashioned Hose That Interests the Trade 


NEWS O’ THE MARKET 











tz «Wright Co. 


4 Department Stores 
Warren, Penna. 
Population 14,272 
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GOTHAM 





| |\A\/HAT THE PEOPLE WHO KNOW US 


SAY ABOUT GOTHAM GOLDSTRIPE No3 


i vi Dv RIPE. 








“We have been using Gotham Silk Hosiery 
exc lusivel ely for about six years, and we thought 
perhaps you would appreciate our writing to tell 
you how pleased we are with the deliveries, 
service and satisfaction to our trade that we 
have enjoy ed since using Gotham Gold Stripe 
hosiery 

Trusting that our agreeable relations may cone 
tinue indchnitely, we are, cordially, 


METZGER « WRIGHT COMPANY ” 


fe A ee ee a a a 


a 


Net Profits depend on Consumer Satisfaction 


The quality, style and beauty of Gotham Gold 
Stripe silk stockings stand for satisfied customers, 
and satisfied customets mean repeat sales and 


increased volume. 


ind it all is Jotham Service assuring t 
Behind it all is Goth g the 
retailer of his ability to keep his customers satis 
fied, assuring him of greater net rofits throush 
~ 7 P 3 
his perpetually complete stocks -with minimum 


investment and rapid turnover. 


“What other stores can do, you can ‘do” 


GOTHAM SILK HOSIERY CO. 


589 Fifth Avenue NYC. 


Boot AND SHOE RECORDER 


combining THE SHOB RETAILER, Feb. 1, 1930 


LASSASSLS SES 











chosen 
that the 
a few 
Let us 
the new 
One | 
accordit 
of the 
turned 
accepta! 
tumes. 
Her « 
more te 
complex 
plexion 
it was 
time a: 
the pi 
vogue © 
ing one 
and hos 
its heig 
other 1 
point 
smartly 


‘no 


HOSIERY A 
~ 


i 














[99] 


SOUTHLAND FLasues 


> 





OLOR, which means so 

much to the hosiery indus- 

try, is having its fling at 
the Southern winter resorts. It 
is from the clothes that are 
chosen by the habitues of these smart watering places, 
that the cue for the summer fashions that will be worn 
a few months hence all over the country are taken. 
Let us then take a mental flight to Florida to imbibe 
the new color and fashion theme: 

One outstanding feature, so far as color is concerned, 
according to Madame Hamilton Jeffries, fashion editor 
of the Boor AND SHOE REcoRDER, who has just re- 
turned from Palm Beach and Miami, is the general 
acceptance of powdered pastel colors in women’s cos- 
tumes. Thus is presented a new problem in hosiery. 

Her observations are that hosiery is now being worn 
more to harmonize with the costume than with the 
complexion of the wearer. In other words, the com- 
plexion of the woman is not the important factor that 
it was a_ short 
time ago when 
the popular 
vogue of match- 
ing one’s skin 
and hose was at 
its height. An- 
other important 
point is that 
smartly dressed 


> 


News and Views on Colors, Styles, 
Prices and Other Things in 
the ‘Realm of Hosiery 


> 


women do not seek to have their 

hosiery simulate nudity. The 

stocking is now a definite part of 

the costume, and as such has a 

distinctive coloring and texture. 

This leads into another interesting observation—that 
smartly clad women are wearing hose of heavier tex- 
ture and more lacking in luster. 

Of course, these style trends so far are confined to 
the upper register. It will take time for them to work 
through the more popular priced class of merchandise. 
But they are definite trends that will bear watching. 

Reverting to the influence of pastel colors in cos- 
tumes on hose we find blue accounting for approxi- 
mately 65 per cent of the dresses seen at the smart 
winter resorts. With these a rich beige hose is worn. 
Next in popularity is a light green, and here the hose 
run to the lighter beige tones. Then in order follow 
pink, calling for neutral beige hose; yellow, which de- 
mands a deeply toned hose, bordering on the cinnamon 

shade and with 
an earthy cast; 
lavender, calling 
for light 
hose, and plain 
with 
smart 


beige 


white, 
which 
women are 
wearing the 
dark toned hose. 


Against this background of azure sky, delicate green 
sea, the deeper green of tropical vegetation and the 
dazzling white of the Hotel Nautilus at Miami 


HOSIERY AND ACCESSORIES 
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Beach, are seen the new pastel shades in garments, 
which create a new problem for the hosiery industry 





ia aih%, 


Last year Mrs. 
James M. 
Neville  prob- 
ably wore these 
angora sox with- 
out stockings for 
tennis at Palm 
Beach. This 
year she wears 
deeply sun- 
tanned hose to 
contrast with 
her white jersey 
frock. Bare legs 
are “out” at 
Palm Beach this 
year 





ASTEL tones in evening gowns are accompanied 

by pastel shades in hose, while a grain shade of 
stocking is generally worn with the Spanish colored 
printed chiffon evening gowns, accompanied by the 
black satin slipper with colored embroidered vamps or 
carrying the smart three pearl buckle. The same shade 
hose is selected for the black evening gown which is 
in high favor, also. 

Skipping from Palm Beach to New York and the 
other metropolitan centers of the North, current de- 
mand in women’s hosiery is centered on the deep tan 
or brownish shades, with gunmetal still selling in gen- 
erous quantities. 

Among what might be termed novelty hose, nets or 
meshes and Paris clocks stand in the first ranks. In 
fact, Paris clocks, judging from the experience of lead- 
ing retail shops, are due for an extremely strong re- 
vival. The longer skirt is given credit for this, on the 
argumentative basis that the less of the stocking there 
is to show, the more important it becomes and the 
greater tendency to give it some sort of extra decora- 
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tion. At the same time novelty heels are not so strong, 
but there are many who believe that the demand {or 
novelty heels will revive with the coming of summer 


N the surface the primary market for women’s 
full fashioned silk hosiery presented a_ fairly 
normal appearance during most of January. 

Underneath there was being waged a sever strug- 
gle between buyer and seller over the all-important 
question of price. 

Varying reports were made regarding sales volume. 
The operations of both retailers and wholesalers were 
generally conservative, yet it is understood that in some 
sections of the market satisfactory business was put 
through during the opening month of the new year. 

Important manufacturers of branded lines have an- 
nounced maintained quotations throughout their lines 
for spring. Notwithstanding a steady flow of rumors 
of cut prices in the wholesale market, representative 
jobber-mills insist they have not altered quotations on 
standard constructions and have no intention of doing 
so. 

Persistant pressure for lower prices has been exerted 
by large wholesalers, chain stores, etc., and this pres- 
sure has resulted in concessions on the part of some 
mills on some numbers in their lines. Buyers have 
naturally made as much capital as possible out of the 
decline in raw silk. 

A considerable amount of “trading” has undoubted- 
ly been done. Most of it has been indulged in by 
smaller mills, and those not well financed. That the 
general price structure of the market is to be lowered 
is still debatable as this is written. 


OST primary market men maintain there is little 
probability of any appreciable decline in the pop- 
ularity of chiffons as a result of increased acceptance 
of the vogue for longer skirts. In some sections, how- 
ever, it is felt that seven thread stockings will be even 
bigger sellers this year than last, and that a moderate 
increase may be expected in heavier weights. 

The opinion is held in well informed circles that an 
excellent market will be built up this year on 45 gate 
seven thread merchandise. Mills early in the field with 
this construction are understood to have done well, 
and the amount of 45-7s available is expected to be 
appreciably increased in the near future. 

A better than fair market for net stockings, both 
seamless and full fashioned, in lisles as well as in silks, 
is seen in the cards for this spring by some in th 
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selling trade, A moderate demand for these numbers 
has persisted ever since the big movement on them 
several years ago, and with judicious handling this 
demand is expected to blossom out into better volume 
this spring. 

Imported lisles of good quality, with embroidered or 
self clocking, will sell better than ever this spring, it 
is predicted. In all-silk merchandise novelty heels 
continue wanted in sections of the country, but opinion 
is general that their popularity continues on the wane. 

The buyer for an important organization is quoted 
as saying that in his section of the country—the middle 
west—women have definitely begun to turn away from 
picot tops. Fairly frequent complaints have been made 
by consumers, he states, to the effect that the picot 
tightens up the top of a stocking to such an extent as 
to make it uncomfortable for the wearer. 

This viewpoint is derided by men who find the well 
made picot top cutting a larger and larger figure in 
their business every day, and who regard it a perma- 
nently established staple feature of women’s hosiery. 


HE movement to increase the sale of fine gauge 

circular knit hosiery for women without seam up 
the back should be given impetus by the perfection of 
a new seamless machine which knits a pointed toe 
conforming to the natural shape of the foot. 

This toe, according to those who have inspected sam- 
ples of the new machine’s product, overcomes an ob- 
jection of long standing, and is regarded as a marked 
advance in women’s seamless hosiery. 

Sponsors of the no-seam movement are confident 
there will be a substantial demand for merchandise of 
this character during the spring and summer and that 
the merits of the stocking as an all year ’round proposi- 
tion will be appreciated by steadily increasing num- 
bers of buyers and consumers. 

It is understood that a fair quantity of silk chiffons 
without seams has already been bought for spring, and 
many in the trade feel sure there will automatically be 
a considerable demand for these numbers as a hot- 
weather proposition because of a natural carry over of 
last year’s vogue for bare leg effects, if not of the 
bare leg fad itself. 


HILE here and there fairly good business has 

been done on wool and wool mixture anklets for 

the current winter, generally speaking volume has been 
disappointing. 

Selling agents who have been skeptical all along 
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With this dress, 
a multi-colored 
print on a 
pastel blue back- 
ground, this so- 
ciety girl chooses 
to wear a white 
suede shoe 
trimmed in dark 
brown and deep 
reddish brown 
hose. Stockings 
at Palm Beach 
have a definite 
color and do not 
simulate nudity 


about the possibilities in women’s anklets of any kind 
realize that the warm weather which at intervals has 
turned winter into spring in many sections of the 
country may account to some extent for the failure of 
heavyweight anklets to sell on a larger scale. They 
continue to insist, however, that the anklet for women 
has been much over-rated. 


NOTHER development that will be watched with 
keen interest is the “fabric” hose which is being 
introduced by Madame Schiaperelli in her February 
opening in Paris. 
Young of the Westcott Hosiery Mills is made of coiled 


This hose, the creation of David H. 
crepe instead of the usual hosiery tram. This gives 
a dull finish and a more pebbly surface. The new stock- 
ings, one of which is shown in a sketch elsewhere in 
this issue, resemble closely a crepe fabric. They are 


to be produced in seamless, mock-seam and full 


fashioned styles and in a wide range of colors. 


Samples have been shown in pastel shades to match the 
pastel costume colors for spring. 
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Fine sheer all silk 
chiffons—45 and 48 
gauge — with picot 
tops. Also other 
sheer and _ service 
weights. New shades 
now being shown. 


TOUT 


FIRST 
~ 1@ 


Res. Y. 5. Px OF. 












JUST 

SOCIETY MAID HOSIERY CO. °UT! 
354 Fourth Ave., New York City “or 

Mills at Willow Grove, Pa. copy of 


the new 
Ss 


STOCKROOMS: —— 
Sante Fe Bldg., Dallas, Texas FASH- 


1014 Farnum St., Omaha, Neb. 


For Spring -- 


UR new color card has 

just been issued, show- 
ing the many subtle tones 
and shades in which “Lily 
of France” Hosiery is ob- 
tainable. 


O better serve the shoe 
trade, three new num- 
bers have been added to 
our regular line. Investi- 
gate their profit possibili- 
ties ! 






“Lily 
of 
France” 
Hosiery 








FEDDEN BROTHERS COMPANY , Inc. 
Now located in our offices in the new Hosiery Building at 
385 FIFTH AVENUE, NEW YORK 
(At the Southeast Corner of 36th Street ) 
MILLS AT SHILLINGTON, NEAR READING, PA. 










A name identified with 
smarter hosiery styles 


and a symbol that certifies 
their established quality 


























Smart, new stockings 
make shoes smarter! 





TO 


Better Hose 


Lower Prices and Wider C 


























“The consumption of full fashioned silk stocki 
has increased as a direct result of the lower pr 
which women now pay for their hosiery. 


“This we know is due to the fact that the aver 
woman formerly spent approximately $2 for a j 
of silk stockings, whereas she now is able to | 
chase the same type of stocking for approxima 


$1.65. 


“This naturally has increased her buying poi 
with a corresponding increase in her buying ten 


Invariably the purchase of new stockings 
increases the satisfaction of the customer 
with her shoes. 


For shoes look smarter with trim, new 
stockings. Color schemes are beautiful and 
correct. 


While customer satisfaction is one reason, 
remember that a substantial profit is also 
the just reward of a well merchandised 
hosiery counter or department. 


INDE Hosiery 


Elliott Hosiery Co., Inc., 
258 Fifth Avenue, New York 
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cies, and as 1 result she now buys three pairs of 
stockings rather than two pairs, as she did several 


“The sale of silk stockings has further been aug- 
mented by the great range in colors today available, 
for it is necessary to wear different shades with dif- 
ferent costumes to be well-dressed, and since this is 
a goal of almost every woman, sales totals have 


naturally increased.” 





The Most Profitable 
Line Of Hosiery 
For You To Carry 


They sell faster because their style 
and fine appearance are above the 
ordinary. The prospective pur- 
chaser instantly recognizes better 
value. And as a sure sales- 
clincher, you can point to the 
RUBY RING Stop Run feature... 
more important than ever, now that 
women are again wearing corsets 
and garter belts. 


PATERSON MUTUAL 


HOSIERY MILLS, Inc. 
New York Office: 267 Fifth Ave. 


Mills: Paterson, N. J., Philadelphia, Pa. 
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Ambassadors of 


Good Will! 


ARRIS 45 and 51 Guaranteed 
Gauge Ingrains are superior 
from every standpoint. Their last- 


ing beauty creates new friends all the 
while. Every need for fine hosiery 
is answered with these exquisite skein 
dyed stockings. 


RITE TODAY for complete de- 

tails, descriptions, prices and 
colors. You owe it to yourself to 
look into the ‘Aristocrats of Fine 
Hosiery.” 


Created by 
Harris Silk Hosiery Co. 
Springfield, Mass. 


NEW YORK OFFICE: 389 FIFTH AVE. 
LEE & COWAN, Selling Agents 
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TRIUMPH HOSIERY MILLS uw. 


CManufacturers of Full Fashioned and Spring Needle Silk Stochings 
902-10 BROADWAY ~NEW YORK & Mills: Philadelphia and York, Pa 


PAIR 
O’'HEEL 












Fine gauge Chiffon 


Silk from Top to Toe 


No. 82 Solid Black Heel $14.50 
Dust, Manon, Sea Fog, 
Smoke, Atmosphere and Duskee 


No. 81 Black Shadow Heel $12.50 
Manon and Sea Fog 


No. 83 Tan Shadow Heel $12.50 
Sable, Nayet and Suntan 


No. 88 Self Colored Heel $12.50 
‘n all desirable colors 
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MAKING ROSE 


Essentials of Running a Hosiery Department to Make 
Money, as Told to the National Shoe Retailers 
eAssociation’s (Convention in St. Louis 


By JOHN H. SCHRADER 


Manager Hosiery Departments, Senack Shoe Company, St. Louis 


HE hosiery industry today is in an alarming 

{ condition. The manufacturers and retailers 

have been giving the public extremely sheer 
stockings, at their request. After the consumer has 
had what she wanted for two years, the foolish re- 
tailers forced many manufacturers to manufacture price 
merchandise that has the general appearance of higher 
priced sheer hosiery. On top of this, the foolish con- 
sumer purchased them, and today 75 per cent of the 
women are disgusted with the service they procure 
from their hosiery, regardless of the brand or the place 
from where they purchase them. This may sound 
strange to you, but unless everyone concerned in the 
hosiery industry—from the knitter, all the way down 
to the wearer—changes his policy as to the usage of 
a silk stocking, we will ruin one of the sweetest busi- 
nesses that is today at its peak, from the standpoint 
of the individual consumer. — 

Too many shoe store merchants are using their 
hosiery department as a football, to benefit sales in 
their shoe department. 

As an individual shoe store, with a small hose vol- 
ume, you can’t purchase your hosiery as cheap as a 
volume user, and to give good merchandise away, by 
trying to beat your Competitor, is just as bad as pur- 
chasing price merchandise and selling it at a lesser 
price than your competitors. Both of these spell final 
destruction. 


Purchase your staple hosiery from a good line and 
stick to it. 


If you are doing less than twenty-five 
thousand per year in hosiery, I would 
suggest a nationally advertised line or 
a good jobbing line possibly from your 
nearest source of supply. This is bet- 
ter than trying to purchase from some 


a 





mill that sells direct to the trade and expects you to 
purchase quantities in order to save a few cents. 

After all, a fifteen-thousand-dollar to twenty-thou- 
sand-dollar account, or even less, looks better to a job- 
ber or a distributor of nationally advertised hosiery 
than to a mill that sells to jobbers and big chain stores. 
Also, the jobber and distributor of nationally adver- 
tised lines can give you better service on reorders, and, 
for the little extra you pay for your merchandise, they 
furnish you with signs, exchange service, sales promo- 
tion ideas, etc. 

If you have a hosiery purchasing power of $50,000 
or more, at cost, you should by all means consider 
putting your hosiery under your own packing, thereby 
having an exclusive brand in your community. As 
to the houses you should purchase from, and the prices 
that you should pay, I can only say that the nationally 
advertised lines have practically the same price, and 
the mills that sell direct, if reliable, have also prac- 
tically the same price. 


RICES for spring are 25 cents to 75 cents per 

dozen less than fall prices, and with raw silk 
cheaper than last year, I believe the low operating cost 
of the Southern mills will force the Eastern manufac- 
turers to lower their labor cost, which will eventually 
bring the cost of manufacturing down, which is the 
one big item in the manufacture of silk hosiery. With 
labor costs gradually getting lower, and raw silk at a 
low ebb, you can look forward to cheaper prices on 
hosiery in 1930. ; 

Chiffon hose still lead in sales, and will for some 
time, but I believe that five and seven-thread full- 
fashioned goods in many locations, on popular priced 
hose retailing from $1 to $1.65, will be in greater 
demand than last year, and my advice is to consider 
this. My first paragraph explains the reason. 

By being able to purchase silk top full-fashioned hose 
in fairly good qualities, to retail at $1 to $1.25, watch 
your step on circular knit hose, or the so-called “seam- 
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DAY A PROFIT 


Here is what Mr. Schrader says must be accomplished in every 


department if it is to be run profitably: 
* 


An average retail mark-up of 33 1/3 per cent or 50 per cent on 


cost. 
oo 





A retail stock turnover of at least six times a year. 


Retail stocks one-seventh of the total volume for the year. 


less” and “semi-fashioned” qualities. According to 
statements of 381 mills, both seamless and fashion, 
on their October production, the full-fashioned mills 
showed an increase of about 435,000 dozen pairs, while 
the seamless mills showed a loss in production of about 
61,000 dozen pairs. Seamless silk and rayon mixtures, 
meanwhile, showed a loss of about 60,000 dozen pairs, 
while full-fashioned rayon, which includes Bemberg 
and Celanese, increased about 10,000 dozen pairs. 

By comparing production of full-fashioned and 
seamless hose, the production of full-fashioned silk hose 
in 1929 will be about 25,000,000 dozen pairs, with 
seamless about 1,800,000 dozen pairs. 


N operating a department in an exclusive shoe store, 

my suggestion would be to concentrate on as few 
numbers as possible. Be sure that each separate number 
you carry comes from the same mill, so as to give 
uniform quality at all times to your customers, and not 
have your customer receive one quality at one time 
and another the next time she comes to purchase the 
same hose. If you are doing from twenty-five to fifty 
thousand dollars per year in your hosiery department, 
and you are carrying a popular priced shoe, my sug- 
gestion would be to carry a silk top full-fashioned 
chiffon hose constructed of five threads, retailing same 
from $1 to $1.25. This should be carried in seven or 
eight colors. Next, a four-thread, 42 or 45 gage picot 
top chiffon stocking, to retail at $1.45 or $1.65. Also, 
an extremely fine quality 45 or 48 gage, four-thread 
chiffon stocking with picot top, silk-interlined welt and 
all-silk foot. This stocking should be your most popu- 
lar seller at $1.95, providing your shoes retail from 
$6 to $10. About 15 per cent of your stock should be 
on $2.95 ingrain stockings and novelties, whichever 
may be best in your community. Another stocking 
that I believe is going to gain in demand this coming 
season will be a seven-thread, 42 or 45 gage stocking, 
silk picot top with a silk plated foot, to retail at $1.65 
to $1.75. 


HosIERY AND ACCESSORIES 
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The above mentioned styles should be the most 
popular sellers throughout the central and southwest, 
while in the extreme east and north there is still a 
tendency for a medium-weight stocking with 4-in. lisle 
hem, and, naturally, will have to be added into the line 
in those locations. 

Novelty sport hose are being sold less and less each 
season, and if the craze for bare-leg’d hose repeats 
this coming summer, ankle socks will naturally be big- 
ger than ever. This, however, need not worry you 
at this time. 

As to colors, might state that medium brown tones, 
gunmetals and taupe shades will be generally good 
throughout the country, as a whole, through February 
or even the middle of March. However, the south- 
ern stores will show in early January such shades as 
Lido No. 53, Beige Clair No. 51, Sun Tan No. 116, 
and Tropical Tan No. 119. These colors are taken 
from the color card of the Allied Kid and matched with 
the Standard color card on hosiery. Many stores will 
show the new red and green leather shoes, but, above 
all, don’t buy red or green hose, but sell your har- 
monizing tan or lighter taupe shades with these shoes. 
Gray hose, purchase sparingly, and the best bet should 


be Silver-wing. 


A all large department stores and chain organiza- 
tions are adopting the stock control system, why 
don’t you? At the end of each day list the total number 
of pairs of each style number you sell, and at the end 
of a given period count the total pairs 
sold, and if you are not selling this 
given style at the ratio of a five to six 
time turnover, I would suggest discon- 
tinuing this style. 


_ 








Remember that today the large de- 
partment stores and specialty shops are 
adopting fashion coordination and have 
in many instances employed expensive 
fashion promotion people to stress 
upon their employees the correct en- 
semble for dress. 

You have only shoes, and as the 
shoe store is a logical place to pur- 
chase hosiery, my suggestion would be 
to have well-trained salespeople who 
know stock and serve customers in- 
telligently and cordially, emphasizing 
“fashion” and not “price.” 

Don’t be afraid to show your hosiery 
girls the new shoes, and have store 
meetings with employees, explaining 
the proper hosiery to go with each 
shoe. 

Give your shoe man five cents, or a 
commission, on each pair of hose that 
the hosiery girl sells through their 
efforts in turning the shoe customer 
to the hosiery counter. Make your shoe men have a 
credit of one pair of hose to every three pair of shoes 
they sell. Have your shoe wrapping desk directly in 
conjunction with your hose counter, so that your 
hosiery girl can show the shoe customers the proper 
hose to go with the shoe she purchased, even if the 
customer told the shoe man she didn’t need any hose. 

Have your hosiery counter in the front part of your 
store, so it will be easily accessible to people passing 
your store on the street, and at the same time your 
shoe customers must pass your hosiery counter twice. 





PEN shelves are better than the drawer system, 

because an attractive hosiery box, with your 
shelves neatly kept, makes a silent salesman in itself. 
Also, the psychological effect that a fresh box has to a 
customer makes it much easier to sell three pairs to her 
at a time than taking a single pair out of a glass or 
wood drawer. BY all means, 20 per cent of your 
hosiery sales should be by the box. Sell $1.35 hose, 
three pairs for $4; $1.65 hose, three pairs for $4.75; 
$1.95 hose, three pairs for $5.50. 

For example, Miss Smith purchases three pairs of 
$1.95 hose, of the same shade, at $5.50. Miss Jones 
never buys more than one pair at a time. Each time 
that Miss Smith has an accident with her stocking 
she merely has to take one stocking of one of the two 
pairs she has left, while Miss Jones must purchase 
a brand-new pair at $1.95. Miss Jones purchases five 
pairs of hose at $1.95, making a total expenditure of 
$9.75, while Miss Smith purchases three pairs at 
$5.50, giving her a savings of $4.25 over Miss Jones’ 
expenditure on hosiery during the lifetime of the three 
pairs that Miss Smith purchased. 
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A saving as outlined above is worthwhile, as by 
buying three pairs at a time not only proves economy 
on the part of the purchaser, but proves a great sav- 
ing in adjustments you would be forced to make ii 
the customer only purchases one pair and comes back 
the first time she has an accident with her stockings. 
Be liberal in adjustments. Many times, by offering a 
displeased customer another pair of the same quality 
and color that she purchased, at half price, and allow- 
ing the customer to keep the old hose, you have pleased 
her, as she can use the one good stocking of the firs’ 


pair and match it with the new ones. 


AKE separate unit displays of hosiery in your 
windows and do not think you can do a good jol) 
by merely scattering a pair here and there as an acces- 
sory to shoes. Spend 3% to 4 per cent of your hosiery 
volume for advertising, of which at least 65 per cent 
should be institutional advertising copy, mentioning 
hosiery at regular prices, as well as the merits of your 
department, and the various style numbers you carry. 
Of the 35 per cent left for sale copy, my suggestion 
would be to hold about three or four sales per year, 
and by doing this your institutional copy has pro- 
moted your product to such an extent that when you 
run a sale it really means something. Every bit of 
shoe advertising copy should mention hosiery. 


[Later during the convention, at an open forum session, 
Mr. Schrader answered questions from the floor. Sub- 
joined are some of the more important questions and Mr. 
Schrader’s replies —The Editor.] 


QuEstTion—What do you find the most popular 
priced women’s hosiery ? 

ANSWER—Our departments are in women’s specialty 
shops and in popular priced stores. 
Our best selling hose, I am sorry to 
say, is $1.95. We spend 90 per cent 
of our institutional copy on_ the 
Beverly Lavender Stripe Hose, spe- 
cially constructed—a little above the 
average, but we just pound on the 
$1.95 hose. 

Question—What heel do you use? 

ANsSWwER—I think practically every 
manufacturer is using the new tapered 
French heel. If you are doing busi- 
ness with a manufacturer who is not 
equipped to make that French heel, 
which necessitates having the pointed 
heel attachment and cuts it in and out, 
the pocket of your heel will be too nar- 
row, so stick to your old square heel 
or change your connection with the 
manufacturer to one who has the 
pointed, narrow heel attachment. If 
the pocket of your heel is much nar- 

[TURN TO PAGE 115, PLEASE] 
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THE CLEVER SHOE RETAILER 


Knows Women Appreciate 


KNITBAC Hosiery Repair 
And He Profits By It! 





HERE is no more effective service for 
your hosiery counter than the instal- 
lation of KNITBAC repairing. 

Your women customers will appreci- 
ate being able to have their stockings 
flawlessly repaired of runs and pulls, 
They will tend to purchase’more expen- 
sive hose when they know each repair 
is guaranteed. You will build prestige 
for yourself—satisfaction for your cus- 
tomers—and they in turn will tell their 
friends. 

Be the first in your town to install 
KNITBAC—you will find, as hundreds 
of other hosiery buyers have, you can 


double your business in a year! 


FOR INFORMATION WRITE TO 


GOTHAM KNITBAC SERVICE CO., INC. 


508 FIFTH AVENUE, NEW YORK 


SE EE») 
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“GuiLDMODE™ 
New HOSE 
MARKET 


Hosiery Guild (hooses 
Mark for Fine Gage 
Seamless Stockings 
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MAMIE 


v 


v 


peng meeting of the executive and speci- 
fication committee of the Hosiery Guild, Inc., in the 
middle of January, it was announced that the Guild has 
decided upon the name “Guildmode” as the trade-mark 
or hall-mark, under which fine spiral knit stockings 
made by members of the organization and meeting cer: 
tain minynum standards will be marketed. Steps have 
been taken to protect this name which will appear on 
the hose, together with words, “Certified by Hosiery 
Guild, Inc.” 

Stockings carrying these markings will appear in 
the market before the end of February, according to 
Harry L. Kinne, managing director of the Guild. 

The specifications committee has drafted minimum 
specifications for four stockings, which have been 
adopted by the Guild. These specifications cover a 300 
needle four thread hose, a 300 needle seven thread 
hose, a 320 needle four thread stocking and a 340 needle 
four thread product. 

Also it is announced that the Miller-Smith Hosiery 
Mills of Chattanooga, Tenn., has been admitted to 
membership in the Guild. 





Just to get things started properly, the 
Hosiery Guild presented the first pair of 
fine gage seamless hose bearing the name 
“Guildmode” and made in accordance 


with the recently adopted minimum speci- 

fications, to Miss Ruth Taylor, film star. 

Harry Kinne, managing director of the 

Guild is seen in the picture above, pre- 

senting the hose to Miss Taylor—and 
both look pleased 


Sheer - | 


CERTIFIED BY 


SuildMode 


Hosiery Guild,inc 


RLG APPLIED FOR 


Here is the mark of the Guild, 
in exact size as it will appear 
on Guild hosiery. The terms 
“sheer” and “service” will be 
used to designate weight. The 
figure following this designa- 
tion is the members license 
number, used for identification 
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THE COLOR TREND 


AS REPORTED BY LEADING MAKERS AND SELLERS 


Sheer Service 

ALLEN-A 

1. Light Gunmetal 1. Light Gunmetal 

2. Sable 2. Sable 

3. Twilight 3. Gunmetal 
ARTCRAFT 

1. Symphony 1. Symphony 

2. Sauterne 2. Follow 

3. Rajah 3. Mushroom 

4. Nocturne 4. Aloha 

5. Mignon 5. Castor 


BELDING HEMINGWAY 


1. Almora 1. Light Gunmetal 

2. Boulevard 2. Almora 

3. Duskee 3. Crystal Beige 

4. Light Gunmetal 4. Duskee 

5. Manon 5. Breezee 
CORTICELLI 

1. Duskee 1. Duskee 

2. Almora 2. Gunmetal 

3. Gunmetal 3. Sable 

4. Sable 4. Almora 

5. Crystal Beige 5. Crystal Beige 


DEXDALE 


1. Rose Taupe 1. Rose Metal 

2. Rose Metal 2. Rose Taupe 

3. Duskee 3. Oriental Beige 

4. Oriental Beige 4. Brown Beige 

5. Brown Beige 5. Duskee 
FINERY 

1. Boulevard 1. Sable 

2. Sable 2. Light Gunmetal 

3. Duskee 3. Misty Morn 

4. Light Gunmetal 4. Duskee 

5. Misty Morn 5. Boulevard 
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Sheer Service 
GOLD MAID 
. Boulevard 1. Ali Baba 
. Gunmetal 2. Boulevard 
. Rendezvous 3. Rendezvous 
. Rosador 4. Muscadine 
. Muscadine 5. Gunmetal 
GOTHAM 
. Duskee 1. Sable 
. Sable 2. Duskee 
. Afternoon 3. Afternoon 
. Pawnee 4. Gunmetal 
. Manon 5. Pawnee 
HARRIS 
. Ali Baba 
. Autumn Brown 
Turf Tan 
. Sun Tan 
. Dueotone 
HOLEPROOF 
. Gunmetal No. 1 1. Gunmetal No. 1 
. Mocca 2. Mocca 
. Ficele 3. Grain 
. Marocain 4. Beige Castor 
. Beige Castor 5. Marocain 
HOLLYWOOD 
. Sable 1. Light Gunmetal 
. Light Gunmetal 2. Onionskin 
. Duskee 3. Allure 
3oulevard 4. Misty Morn 
. Afternoon 5. Grain 


KREUGER-TOBIN 


. Capucine Taupe 1. Duskee 
. Sable 2. Sable 
. Crystal Beige 3. Allure 


Almora 4. Onionskin 


. Biscay Nude 5. Turf Tan 


ie 
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Sheer Service 
LARKWOOD 
. Boulevard 1. Boulevard 
. Beechwood 2. Ming 
. Kangaroo 3. Kaffa 
. Ming 4. Beechwood 
. Caprice 5. Caprice 
MASTERPIECE 
. Storm . Goblin 


1 

2. Nutmeg 
3. Cowboy 
4. Grain 

5. Gunmetal 


McCALLUM 


. Crystal Beige 
. Blond Dore 
. Plage 


ROSAI 


. Light Gunmetal 


Sable 
Duskee 


. Boulevard 
. Crystal Beige 


SOCIETY 


° Florida 
. Sunbrown 
. Light Gunmetal 


Afternoon 
Breezee 


. Gunmetal 1. Gunmetal 

. Shadow 2. Sunmode 
Yarrow 3. Shadow 

. Oriental Beige 4. Sunburn 

. Copal 5. Oriental Beige 

MOJUD 
. Manon 1. Sable 
. Sable 2. Manon 


3. Duskee 
4. Light Gunmetal 
5. Crystal Beige 


NE 

1. Light Gunmetal 
2. Duskee 

3. Sable 

4. Crystal Beige 
5. Boulevard 


MAID 


Florida 
Sunbrown 

. Light Gunmetal 
Afternoon 

. Ali Baba 


mn km Wh — 
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MINUS FASHION DOIATS 


cA Saks-Fifth Avenue Origination- 


Introducing ... For the First Time... 


Full-Fashioned Hose 


Without the Usual “Fashioning” Marks 


They look better . . . They. wear better 
Have fewer “runs’’. . . In chiffon weight 


1.85 a pair 


An innovation in the hosiery business! We didn’t know 
whether it could be done... to make a full-fashioned 
shaped hose without those two lictle extra lines of dots at 
the seam . . . but we tried it .. . and it worked! 


Now you can buy No, 416. . . of out famous numbers ia 
fashiouable hosiery . . . with ali #8 usual perfection of fit 
.. + but with the fashion marks eliminated . - . 


Ack 10 see 416 in the new Rose Dijon 
shade... the perfect modern colour 
to wear wrh black costumes 


= 


WS 


HE advertisement shown above appearing in 
the New York newspapers early in January has 
caused considerable comment in the hosiery 
trade. The advertisement of Saks-Fifth Avenue fol- 
lowed the announcement of M. L. Cohn of the 
Society Maid Hosiery Co. that his organization had 
perfected a full-fashioned stocking without the nar- 
rowing or fashioning points in back, and that the 
process was patented in March, 1928. It is understood 
that the stocking offered in the Saks advertisement was 
not a product of the Society Maid Hosiery Co. 

The trade is interested in the possible development 
of the elimination of fashioning marks and its influence 
on the full-fashioned market. 

The ordinary full-fashioned stocking is knitted as a 
flat open fabric which is shaped to the contour of the 
leg as the knitting proceeds, causing the yarn to take 
a diagonal course toward the seam. This is done by 
the automatic dropping of needles. As the needles 
are dropped they produce narrowing points. The 
stocking fabric is then joined in a seam at the back 
with narrowing points or full-fashioning marks ap- 
pearing parallel with the seam. The courses of the 
stocking from this position to the seam are vertical. 


Full- Fashioned 
Hose Without the 

“Narrowing” Points Up 
the Back Get an 


Introduction to 


Fifth Avenue 











This method of manufacture has always been re- 
garded as necessary, though many unsuccessful at- 
tempts have been made to eliminate those particular 
marks as constituting a weakness in the wearing qual- 
ity of the stocking and causing a patch of reflected 
light over the vertical courses between the narrowing 
points and the seam. 

The makers of mock seam and spiral knit hosiery 
approximated the result by simulating the full-fash- 
ioned marks. However, by the spiral process, it is not 
possible to produce the diagonal courses which identify 
the truly full-fashioned stockings. 

It is contended that the absence of these full-fashion 
marks in the tailored stocking serves to emphasize the 
slenderness of the ankle contour and in other respects 
refines the appearance of the hose. 
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NEW organization devoted solely to the inter- 
A ests of the women’s full-fashioned silk hosiery 

industry is in the making. At a general meet- 
ing of some 40 leaders in the trade held at the Hotel 
Roosevelt, New York, Jan. 17, the possibility of form- 
ing such an organization was thoroughly discussed 
and the sentiment developed at the meeting was so 
strongly in favor of taking action that an organization 
committee headed by Samuel F. Rubin of the Merit 
Hosiery Company was appointed to draft plans for 
what promises to be the dominating body in the in- 
dustry. 

In addition to Mr. Rubin, the following committee 
was appointed: S. E. Summerfield, of Gotham Silk 
Hosiery Company; Leo Propper, of the Propper Silk 
Hosiery Company; R. C. Huettigg, of the Paterson 
Mutual Hosiery Mills; R. K. Boadwill, of Julius 
Kayser & Company; E. A. Nebel, of the Atlas Silk 
Hosiery Company; C. W. Tobin, of the Corticelli Silk 
Hosiery Company; H. T. Clintsman, of the Belding- 
Heminway Company; John M. Williams, of the Har- 
tis Silk Hosiery Company; C. M. Bell, of the Phila- 
delphia Textile Manufacturers Association; Harry A. 
Einstein, of the Hosiery Distributors Institute, Inc. 

Mr. Rubin and his committee will meet Jan. 31, in 
the directors’ room of the Credit Clearing House, New 
York, to take initial steps toward organization. Another 
general meeting to consider the report of this com- 
mittee will be held later, probably some time before the 
end of February. 

In general the plan as developed from discussion at 
the initial meeting is to organize five regional groups 
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MARKET 





which will have representation in a 
parent or super association. It is felt that the regional 
plan will give greater flexibility to the organization, 
permit of more frequent meetings, quicker action, afid 


or associations, 


will enable more intensive work on the solution of many 
problems to be done. 


manufacturers of high grade 
hand bags are now located in new and larger quarters 
at 43 West Thirty-sixth Street, New York. 
offices and showrooms have been decorated in Ameri- 


Stone & Gropper, Inc., 
The new 


can walnut with a modernistic theme, and a series of 
special booths have been fitted up for greater privacy 
in buying. The factory capacity has been doubled. 

E. J. Kerschen, for 18 years connected with Tuttle 
& Clark, 


ager of all style divisions, including luggage, has been 


Detroit specialty shop as merchandise man- 


appointed general manager of Stone & Gropper. 

Oscar H. Gropper, of the firm, has sailed for Europe 
to resume his residence in Paris, where he keeps in 
close contact with style trends as developed by the 


Paris designers and couturiers. 


a 


A new hosiery selling agency under the name of the 
Mayer-Hess Co. has been formed by Sidney L. Mayer, 
Triple A Hosiery Co., and 
formerly with the F. Y. Kitzmiller 
Hosiery Co., and offices have been opened at 385 Fifth 
Avenue, New York. 

The company is selling the products of the Franklin 


former president of the 


Daniel Hess, 
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Hosiery Mills, Philadelphia; Richard Hosiery Mills, 
Philadelphia ; the Federal Silk Hosiery Works, Brook- 
lyn, and will sell direct to retailers for the United 
States Silk Hosiery Mills, Philadelphia. The company 
also will handle glove silk and Celanese underwear. 


ay 


Formal announcement of the acquisition of the Mc- 
Callum Hosiery Company by the Propper Silk Hosiery 
Mills is expected to be made in the near future. Nego- 
tiations are about completed and announcement only 
awaits the signing of the papers. Until the papers are 
formally signed, Leo Propper of the Propper Hosiery 
Mills and G. B. McCallum decline to make public any 
of the details of the merger. 

The McCallum organization is one of the oldest and 
best known hosiery concerns in the country, having 
been founded at Northampton, Mass., in 1892. It now 
has mills in Florence, Mass., Holyoke, Mass., and 
Philadelphia, in addition to the Northampton plant, 
where headquarters are maintained. 

The Propper organization was founded about 8 years 
ago by Leo Propper and maintains mills in Long 
Island City and Elmhurst, L. I. 

Despite the fact that both mill organizations turn 
out the highest grades of hosiery, it is said that in 
only a few instances do their numbers actually com- 
pete. The Propper mills turn out 57 gage ingrain 
numbers as well as some hose of less fine construction, 
but in the main, the Propper product has been of finer 
quality than that of the McCallum organization, which 
however, has many ribbed, mesh and fancy numbers 
that the Propper mills have never made. 


as 


Following close upon the announcement of Thomas 
and James Oliver of the Oliver Knitting Company, 
that they had perfected a single unit full fashioned 
hosiery knitting machine, comes the announcement of 
another single unit knitter, which, it is claimed, has 
been brought to perfection by Wilfrid Gray, of the 
Gray Line Hosiery Mill, Eddington, Pa. 

Mr. Gray asserts that he will give a practical demon- 
stration of his machine to interested manufacturers 
within a few months. 

Mr. Gray formerly was a member of the firm of the 
Largman, Gray Company at Croyden, Pa., but sold his 
interest in that concern and last year started the new 
mill at Eddington under his own name. 

Elimination of the footer and other economies similar 
to that claimed for the Oliver machine, are claimed 
for the Gray machine. 

ro 


John Hampson Holmes has joined the organiza- 
tion of the Holyoke Silk Hosiery Company. Mr. 
Holmes lives in Detroit and will cover the Middle 
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the McCallum Hosiery Company, and for the pas 
four years has been with the Van Raalte Company. 


A. L. Ullman, former representative of the Lans- 
dale Mills, who joined the Interstate Hosiery Mills 


organization when Lansdale was merged with others 
into the Interstate, has moved from the Interstate 


ing of tl 
the corn 
General 
Long Isl 


at Green 


offices to 389 Fifth Avenue, New York, where if 4, 


formerly was located, and is selling the product of 
several mills, retaining the agency for the Lansdale 
product. 

He has established the Jersey Hosiery Mills, West 
Orange, N. J., and will sell its product. He also will 
handle the full fashioned products of the Pilot Full 
Fashioned Hosiery Mills, Valdese, N. C.; Lynchburg 
Hosiery Mills, Lynchburg, Va., and the Chester Knit- 
ting Mills, St. Louis. ’ 

a 


The Opal Hosiery Mills of Philadelphia, have opened 
their own New York office at 389 Fifth Avenue, and 
Miss Charlotte Richardson who has been engaged in 
the hosiery industry for the past ten years has com- 
plete charge of this new office. 

The company is now making dipped hose in double 
pointed heels and French heels, also a 12 thread ser- 
vice weight hose. 


BooT AND SHOE RECORDER 
combining THE SHOB RerTAILer, Feb. 1, 1£30 


rower tl 
to fit pre 
QUES’ 
little ? 
ANSW 
You kne 
by the p 
QUES’ 
age wort 
ANSW 
1928 shi 
half a w 
are figu 
search ¢ 
300 hou: 





HOSIERY 4 
s 
s 








SiON o} 
reed’ 
1g for 
th th 
mm er 
ts and 
Pro. 
y tive 
CO 
fills ij 
hosier) 
and 
ls 


P. H. Paar, formerly with the Elliott Hosiery Com- 
pany has joined the Vanity Fair selling organization 
and will represent this company in Pennsylvania and 
New York State. 

aN 


At last the “garterless” sock for 
men ! 

An ingenious half hose number, 
with supporter attached, which 
eliminates the necessity for garters. 
The supporter is made entirely of 
knit fabric, no rubber or elastic 
being used, and is washable. 

Called “Ty-Lox,” the combination 
sock and garter is the product of 
the St. Clair Hosiery Mills, Belle- 
ville, Ill., and is sold to the whole- 
sale trade by the H. D. Thomas Co., 
Chicago and New York. The cords in the supporter 
may be drawn as tight as the wearer desires, and tied 
in a bow knot at the front of the leg. 

l!lustrated is a split foot silk number, priced to re- 
tail at $1. The trade-mark “Ty-Lox” is registered by 
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the St. Clair Hosiery Mills, and patents on the com- 
bination sock are pending. 


ay 
Mock, Judson, Voehringer Co., Inc., manufacturers 
of Mojud full fashioned hosiery, announce the open- 
ing of their new sales offices at 385 Fifth Avenue, on 
the corner of Thirty-sixth Street, New York. Their 
General Office and Shipping Departments remain at the 


Long Island City plant. Other Mojud Mills are located 
at Greensboro, N. C., and Philadelphia, Pa. 
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MAKING HOSE BAY 
A DPROFIT 


[CONTINUED FROM PAGE 108] 


rower than when the heel was wide, it is not going 
to fit properly. It will give you trouble. 

QuEsTION—You mean heels should square off a 
little ? 

ANSWER—Yes, but the new heels come narrower. 
You know, there is a sort of zigzag, and that is made 
by the pointed heel patented attachment. 

QueEsTIon—How many pairs of hose does the aver- 
age woman buy per year? 

ANSWER—I haven’t the 1929 figures, but figures for 
1928 showed the average woman wore a pair and a 
half a week. That was on full-fashioned hosiery. Those 
are figures got up by the Harvard Bureau of Re- 
search of 300 college girls, 300 business girls, and 
300 housewives. It hit a pretty good average. 
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QueEsTION—What do you do about returns? 
ANSWER—We never argue with the customer. If 
there is a run in the hose and a ring in the center of it, 


it has been picked. The tensile strength of silk is 
such that you can’t burst it except at a narrowing point 
in the back. It forms a hole and then a run. 
the fault of the customer. But if it breaks out in the 
narrowings in the back, that is where the needle punc- 
tured the silk, and that is the fault of the manufac- 
turer. 

QueEsTion—Do you see that the new pair of hose 
matches the one that has been worn and laundered? 

ANSWER—We tell our customers that if they will 
launder their hose before wearing them, it is easier 
to match them when they come for an exchange. 

QueEstTion—Do you run a repair service? 

ANSWER—I don’t know of any large institution that 
has a mending service chargeable directly to the hosiery 
department. I believe it is charged to the accommoda- 
tion department. It is not self-sustaining. 

We lease out that service. We have some one else 
do it for us. 

Question—What do you think of novelty heels? 

ANSWER—Look at your newspapers. They drop off 
in spring. Right now the sales of black, two-point 
heels have dropped. Last night, in the papers, two 
of our large stores had advertisements of $1.29 and 
$1.59. I believe in March and April we are coming 
back to colored embroidered clocks—to sell for $1.95 
or $1.65. 

QueEstion—Should shoe stores have specials on ir- 
regulars? Should they carry them at all? 

ANSWER—I wouldn’t carry irregulars in a shoe store. 
We never carry irregulars in our most successful de- 
partments. 

QuesTtion—Most of us here are from stores in 
towns of three to five thousand population. I'd like 
to know how many women in those towns buy seventy- 


That is 





two pairs of hose a year. 

ANSWER—In a town of three to five thousand you 
sell less chiffon hose than you do the medium weight. 
That is true in all smaller cities. They want their hose 
to last longer. 

QueEsTion—What do you pay your hosiery girls? 

ANSWER—We pay all our girls a salary of fifteen 
and twenty dollars a week (two classifications) and 
2 per cent over a quota based on 5 per cent. The quota 
of a girl who gets $15 a week is $300, and she gets 
2 per cent of the sales over $300. 

We also use a p. m. system. When a line gets 
broken, instead of reducing it, we put a five or ten-cent 
p. m. on it, and in that way we keep our stocks clean 
at all times. 

We are surprised how many ladies’ garters we sell 
in our stores. In the month of December we sold 
pretty nearly $17,000 worth of fifty-cent garters in 
our chain. 
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Your Sales Message 


in the most representative trade journal of the industry 
will reach over 20,000 paid subscribers, who sell 90% 


of the shoes in this country. 


Such a Responsive Market 


offers hosiery and accessories manufacturers their 


largest potential opportunity to secure new accounts in 
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